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Standard Progress 


The reason for the substan- 
tial, steady progress of the 
Standard Life and its agents 
is clearly traceable to their 
standard, well planned meth- 
ods of doing business. They 
confine their selling to stand- 
ard, substantial people who, 
when they learn it, appreciate 
the value of plain, frill-less 
insurance in a strong, stand- 


ard company. Such people 
are readily sold the full 
amount of insurance practical 


for their needs: they abstain 
from taking out more than 
they can carry and hold what 
they do take out until it 


matures. 


And there are plenty of such 
people in the standard terri- 
tory of the Standard Life to 
afford a generous return to 
agents who can appreciate 
the wisdom of working for 
standard progress by stand- 
ardizing with the Standard. 


STANDARD LIFE INSURANCE COMPANY 


Decatur, Illinois 


J. R. PAISLEY, President 


W. D. LIPE, Agency Director 
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SOME EQUITABLE FACTS 


The Equitable has faithfully served the public for over sixty-two years. 

It is one of the largest and strongest financial organizations in the world. 

It is a great human welfare institution with a membership of nearly a million 
thrifty, far-sighted persons banded together for mutual protection, whose 
combined insurance aggregates $2,817,970,732. 

Its assets are safely and profitably invested, and its large Surplus Reserves 
guarantee its stability regardless of financial conditions. 

It paid to Policyholders and Beneficiaries $83,678,764 in 1921. Its Total 
Payments to Policyholders and beneficiaries since organization total 
$1,458,653,991. 

In 1921 it paid 8,919 Domestic Death claims. Of these, 8,804 (or 98.7%) were 
paid within one day after receipt of due proof of death. 

Its Mortality Rate for the year 1921 was the lowest in the history of the Society. 


Its Refunds (Dividends) to Policyholders in 1921 were $18,745,639, and it has set 
aside $26,148,772 to pay the Refunds due in 1922. 


It was the first company to make policies incontestable after one year. 


It was the first company to demonstrate that a policy could be paid as promptly 
as a bank draft. 

It was the first company to insure large numbers of employes in a body on 
the Group Insurance plan, with scientific medical inspection substituted for per- 
sonal medical examination. 


It has devised the Home Purchase Plan of insurance whereby a man of moderate 
means can own his own home and pay for it conveniently whether he lives or dies. 


It has developed a programme for the education and training of its agents in the 
principles of life insurance and in modern salesmanship. 

It maintains at its Home Office an Inheritance Tax and Business Insurance 
Bureau for the benefit of the insuring public. 


Its policies are liberal, clear and comprehensive, readily adaptable to the 
diversified needs of the insuring public. 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 
120 Broadway, New York 
W. A. DAY, President 
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BIG ARRAY OF TALENT 
AT MEMPHIS CONGRESS 


Tennessee Life Men Have Enthu- 
siastic Meeting With More than 
300 Attending 


VALUABLE SALES TALKS 


Shuff, Simmons, Van Arsdall, Parks, 
Tasney Are Among the Notable 
Speakers on Program 


TENN., 


more 


May 1.—With 
than 300 the 


MEMPHIS, 
an attendance of 
Memphis Sales Congress went off with 
real old time enthusiasm last Friday 
John L. Shuff, president of the National 
Association of Life 
present, and was at his best, delivering 
two addresses in characteristic vein. 

Bolling Sibley, agent at 
Memphis for the Penn Mutual, presided 
Dorian Fleming, president of the Mem- 


Underwriters, was 


general 


phis Association, delivered the address 
of welcome. He was followed by 3 W. 
Bishop of Chattanooga, manager of the 
home office agency of the Volunteer 
State Life, who told of the value of 
state associations, emphasizing particu- 
larly their value to the country agents 
and small producers who could not at- 
tend the national gatherings of insur- 
ance men. 

E. N. Rogers, commissioner of insur- 
ance for ‘lennessee, in a short but 
timely talk stoke of the splendid spirit 
of cooperation which exists today 
among life underwriters in Tennessee. 
Mr. Rogers declared that the men are 
endeavoring to live up to the ethics of 
the profession. 

Hindrance to Success 


Jeff B. Marmon, manager for the Mu- 
tual Life at Memphis, spoke of 
“Hindrances.” He declared that selfish- 
ness more than anything else stood in 
the way of insurance men attaining a 
great measure of success. He said that 
if one would succeed he must be willing 
to sacrifice enough to pay the cost of 
preparedness, for without preparation, 
insurance cannot be sold. Mr. Mar- 
mon’s talk was characterized by a deep 
religious tone. He referred to the 
parable of the rich young man who ap- 
proached the Lord, declaring that the 
young man turned away because he was 
too selfish to give up his riches, and pre- 


pare for his life work. 

Walter Stokes, Jr., of Nashville, an 
agent of the New York Life, followed 
with a brief talk on “Ethics.” Mr 


Stokes said that one reason why it had 
been dfhicult to conduct the life in- 
surance business on a high ethical plane 
was because men who were failures in 
so many other businesses had drifted 
into the life insurance business. He 


said that no business offered so many 
temptations to deviate from the beaten 
path of right Mr. Stokes believes, 


however, that the business has vastly 
improved during the past few years. 
One of the most delightful features of 
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DISCUSS MANY TOPICS 
ARRANGE TENTATIVE PROGRAM 


Plans Are Being Laid Out for Annual 
Meeting of National and 
Canadian Bodies 


program for the third 
convention of the Life 
Association of Canada 


The tentative 
international 
Underwriters 


and the National Life Underwriters 
Association, to be held at Toronto 
August 22-24, has been issued. The 


convention will discuss the different 
methods by which the life insurance 
needs of Canada and the United States 
can best be satisfied. No papers are to 
be read before the gathering, though 
papers may be printed and distributed 
among the audience. The subjects con- 


sidered will be the human element in 
salesmanship, income insurance, busi- 
ness msurance, life income cases, 


graphic methods of presenting life in- 
surance, meeting objections. 


Those in charge of the various sub- 
jects include: Edward A. Woods, Neil 
D. Sills, Paul F. Clarke, F. W. Ganse, 


O. B 
by John L 


Shortly Addresses will be made 
Shuff, president of the na- 
tional association, and by J. G. Stephen- 
son, president of the Life Underwriters 
Association of Canada. The customary 
banquet will be held on the evening of 
the twenty-third 


the morning program was the address 
of Mrs. Vollie Tate, who represents the 
Massachusetts Mutual Life at Memphis 
Her subject was “Life Insurance as a 
Profession for Women.” She possesses 
a charm and sense of humor which are 
delightful. Declaring that few women 
selected a vocation, Mrs. Tate said that 
most of them who sell life insurance 
drift into the business. “It’s the easiest 
way in the world to make a living,” said 


Mrs. Tate. “I began three years ago 
when times were good, and people 
bought insurance. Now times are hard, 
and they are still buying.” Mrs. Tate 


she had not often had oc- 
that a woman 


declared that 
casion to believe 
sessed any advantage over a man in 
soliciting. Only she laughingly 
confessed, had a prospect told her that 
he bought a policy from her “because 
he liked my brown hat.” She touched 
on the opportunities of service offered 
in the profession, declaring that it even 
extended to rejected applicants, who 
might be offered annuities in lieu of in- 
surance policies. Mrs. Tate recently 
placed an annuity providing a life in- 
come of over $200 per month for an 
applicant who had been rejected 


pos- 


once, 


J. J. Parks’ Forceful Address 


J. J. Parks, of the Missouri 
State Life followed with a forceful ad- 
dress. Mr. Parks declared that much 
had been written and said during recent 
years of scientific salesmanship, psychol- 
ogy and other modern “stuff,” but that 
he proposed to turn backward and read 
from the pages of the past. He recited 
the vast expansion of the business dur- 
ing recent decades and said that it 
would not have been possible but for 
salesmanship, which he said did not 
differ radically today from a few years 
(CONTINUED ON PAGE 14) 


secretary 





| panies in the 





ACTUARIES’ PROGRAM 


TOPICS FOR ANNUAL MEETING 
Regular Session of Actuarial Society of 
America to Be Held in New 
York May 18-19 


rhe Actuarial Society of America 
will hold its annual meeting May 18-19 
at the Hotel Astor, New York. Th 


following papers will be presented and 
discussed at this meeting: 


“Income Taxes Imposed Upon Life 
Insurance Companies by the Revenue 
Act of 1921,” by E. E. Rhodes, vice 
president Mutual Benefit Life 

“Life Reimsurance,” by W. N. Bag- 
ley, assistant actuary Travelers, and J 
M. Laird, actuary Connecticut General 
Life 

“Reinsurance,” by M. W rorrey 
manager reinsurance division, Metro 
pol'tan Life 

“Expense Investigations and Some 
Other Statistical Problems Dependent 


hereon,” by James S. Elston, assist- 
ant actuary, life department, Travelers 
“The Incidence of Substandard Mor- 
tality,” by J. E. Hoskins, Travelers 
“Notes on the Actuarial Require- 
nents of the Insurance Act of Canada 
in Respect of Friendly Societies—His 
tory and Present Status,” by Andrew D 
Watson, actuary, government insurance 


department, Ottawa, Canada 


“The Insurance Company's Service to 
Employers,” by W. Rulon Williamson 
assistant actuary, life department, 
rravelers 

“Changes in Policy Contracts,” by 


assistant 


York 


Thompson, actuary 


New 


John S$ 
Mutual Life of 


‘Experience Under Widows’ and Or 
phans’ Benefits in Pension Funds,” by 
Dwight A. Walker, associate actuary, 
Equitable Life of New York. 

Big Business Policy 

Louis Horowitz, president ot the 

rPhompson-Starrett Company, one ol 


building construction com 
country, has taken out a 


Equitable Life of 


the great 


business policy in the 


New York for $1,000,000. The policy 
is issued on the life of Mr. Horowitz 
and the construction company is made 


the beneficiary. 


Entering Southern States 


Bankers Reserve Life of Omaha, 

entering several states in the 
having just been licensed in 
Carolina It was only recently 
Florida and is now building 
an agency force in that Agency 
Director E. C. Wills having appointed 
several general agents. 


The 
Ne b , 8 
South, 
South 


licensed in 
state 


Woods Agency’s Record 





The Edward A. Woods agency of the 
Equitable Life of New York at Pitts 
burgh reports nearly $3,000,000 ahead 
of the first four months of last year 
and is after a record for the fifth suc 
cessive month 

May Is “Babler Month” 
The International Life has designated 


the month of May as “Babler Month” in 
honor of Jacob L. Babler, vice-president 
and general manager of the company 
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INSURANCE FOR ALL 
WHO APPLY, IS NEED 





Charles Jerome Edwards Predicts 
Government Intervention 


Unless It Is Done 
WARNS OF LEGISLATORS 


Tells Philadelphia Agents They Can Do 
More to Block Hostile Action 
Than Can Company Men 





ADELPHIA, PA. May 3 


intervention in the life in- 


PHII 
(overnment 


surance business within the next few 





CHARLES JEROME EDWARDS 


Charles Jerome 
Edwards, with the Life of 
New York in Brooklyn, speaking at the 


years was torecast Dy 


Equitable 


regular monthly luncheon meeting of 
the Philadelphia Association of Life 
Underwriters 

“The companies must find a way to 
insure everybody who applies, instead 


of only the preferred risks,” warned 
Mr. Edwards, who was formerly presi- 


National 


“before the 


dent of the Association of Life 


Underwriters, government 


steps in and forces such action.” 
Mr. Edwards gave some very pointed 
statements about the past, present and 


tuture of the lite imsurance business 


Reviewing the work of the life associa- 


tion of New York state during the leg- 
islative investigation of 1907, he empha- 
sized the need of having strong organi- 
zations of insurance men _ throughout 
the country to function along public 
lines, help legislators to arrive at deci 
sions and assist life insurance in gen 
eral 

Clayton M. Hunsicker, president of 
the Philadelphia Assoc lation, presided 
at the meeting E. Urner Goodman, 








tv 


Scout Executive 
enlisted the 


chairman of the Boy 
Committee of Philadelphia, 


association in a campaign for “the 
largest uniformed movement in the 
country, not even excluding the Amer- 
ican army and navy.” Mr. Goodman 
said that of the 60,000 boys in Philadel- 
phia who should be scouts, only 7,000 
were enrolled in the organization 

President Hunsicker, who himself 
Was a scoutmaster for two years during 
the war, backed Mr. Gocdman’'s plea 
and, at the request of the association, 
appointed the following committee ito 
“sell” the scout idea to the churches of 
Philadelphia: H. T. Powers, of the 
-quitable Life of lowa; J. W. Clegg, of 
the Penn Mutual, and E. J. Berlet, of 
the Mutual Life of New York. This 
committee plans to organize teams of 
life underwriters to canvass” every 
church in the city. 


Mr. Edwards praised the association 
for its public-spiritedness in aiding Boy 
Scout work, declaring the three organi- 
zations in America which were doing 
the most good were the Scouts, the Sal- 
vation Army and the industrial life 
companies 

“Life insurance,” he continued, “has 
gotten out of the competitive lines such 
we used to know it and is now a co- 
operative movement. You underwriters 
get more from the 50 cents a month 
which you pay your association than 
you get trom any other organization. 
The aim of the association is to bring 
out ideas. The joy of a meeting is when 


as 


a fellow suggests an irrational idea. No- 
body may agree with him, but it may 
be the germ for working out bigger 
things 

“No body of legislators is going to do 
what they can for you unless you con- 
vince them that what you want is for 
the good of the public in general. It is 
ous the life association has been 


able to put over its idea of service that 
it stands so high in the opinion of the 
public and the legislators.” 

Tells 


Mr. 


of Armstrong Investigation 


then told about 
New York state investigation 15 
ago, when the life underwriters’ 
ciation did a great and intensive 
to revamp the report of the Armstrong 
Committee of the legislature at Albanv. 
“When special trains in ene day took 
2,500 insurance men to Albany,” -he 
said, “politicians began to open their 
eyes and see that there was something 
clse in the state beside the farm vote 
and the labor vote.” 

“We insurance men are the common 
people,” Mr. Edwards went on. “None 
of us have velvet rugs or golden .ceil- 
ings, unless there is a yellow lining to 
our hat. For the agent—the man of the 
street—is close to the heart of the peo- 
ple. His office is his hat. If we could 
take all the roll-top desks from all the 
life insurance companies in the city, 
load them in trucks and dump them 
into the Delaware river, we would in- 
crease life insurance business in this 
village 25 percent.” 

Laughter and applause showed 
Mr. Edwards had carried his point, 


will 


the 
years 
asso- 


work 


Edwards 


that 


Listen to Agents 


“The 
may 
when 
about 
doesn't 
this hue 
getting 


time is comi: 
be in tive, ten 
there will he 
investigating 


ig.” he warned, “it 
or hiteen years— 
another agitation 
life insurance. It 
make much difference where 
and cry starts: legislatures are 
the habit of copying one an- 
other. The agent will have a big work 
to do then. When life officials and at- 
torneys go before the lawmakers, they 
don’t make the impression that the 
agents make. bere lawmakers feel that 
—well, it’s the .business of the officials— 
but they know that the agent mingles 
with the people, and they listen to what 
he has to say. 
“You agents must educate 


the legis- 
lators, & 


the insurance department of your 
State, your newspaper editors and even 
your own home office. This is great 
work—everlastingly rolling the stone 
uphill. 

“Beware lest a 
tee be appointed 
They'll draft some 


rate-making commit- 
by the legislature. 
actuary to make up 





THE 


NATIONAL 


UNDERWRITER 


HOBBS RESOLUTION ON INVESTMENTS 


Hobbs of 
and had 
meeting of 


NSURANCE Commissioner 

Massachusetts presented 
passed at the semi-annual | 
the National Convention of Insurance 
Commissioners held in St. Louis this 
week the subjoined resolution. It was 
one of the few resolutions offered upon 
the state officials took definite 
Little else of interest to life in- 
was taken up by the commis- 
The Hobbs resolution reads: 


Whereas, it has been 
attention of the Convention 
states during the past year 
templated legislation whereby 
companies or certain classes of insurance 
companies would be required to invest 
certain proportions of their assets in 
designated forms of investment, or ih 
securities and investments having their 
location or origin in such states, and 

Whereas, such regulation in our opin- 
ion is calculated to have a serious effect 
upon the stability and proper functioning 
of the companies affected, Resolved, 

(1) That the Convention is of the opin- 
ion that the true function of investment 
laws is to safeguard the investment of 
the funds of insurance companies in or- 
der to ensure so far as possible the promt 
and faithful discharge of their obliga- 
tions, 

(2) 
ments 


which 

ation. 

surance 
sioners 
brought to the 
that several 
have con- 
insuranc: 


require- 
in 


introduction of 
made 


the 
investments be 


That 


that local 


figures the way they want them, to con- 
form with certain policies, to iniorm 
the committee what questions to 
witnesses and what not to ask witnesses 
and what the witn< must not be 
allowed to testify. 

Impaired Risks Need Insurance 

“The the insur 
ance business today is company) 
which brags about low expense of ex- 
pectancies. The companies must find 
way to insure everybody who applies 
instead of only the preferred risks, be- 
fore the government steps in and forces 
such action. The impaired risk needs 
the insurance more. Legislators are 
coming into their own and demanding 
that everybody be entitled to insurance. 

“Life insurance must be sold more on 
a clean-cut net cost basis. I don’t mean 
without a reasonable loading. 

“The successful company is the com- 
pany that increases its staff by the right 
kind of men. The general agent must 
be a psychologist. He must be a trainer 
of men. He must have grown out of 
detail work. His chief bus'ness is to get 
more men and train them.’ 


MOVES TO ITS OWN BUILDING 
Illinois Life Now Housed in Its Own 
Home Office Structure on 
Lake Shore 


soa 
ass 


ssses 


menace in 
the 


greatest 


The Illinois Life has now changed 
home oftice in Chicago to its own build 
ing at 1212 Lake Shore Drive. The 
company thus gets out of the loop dis 
trict. Its home office is located on one 


of the most frequented and fashionable | 


Chicago, 
the Illinois 


streets in 
This month 
are honoring President James W. 
Stevens, as they have during the last 
13 years, It is his birthday anniversary 
month and is always one of the biggest 
months in the history of the company. 
The Illinois Life will complete its 29th 
year continuous progress Sept. 21 
1929. 
standing 


Life agents 


of 


the lives of 
Business is 
one the 


insurance is on 

citizens of its home state. 
written each year in every 
102 counties of Illinois. 


Has Record Month 
The Philadelphia agency of the 
tual Life of New York reports 
April was its best production month in 
three years. The figures are more than 
$1,000,000 paid-for business and more 
than $2,000,000 written last month 


of 








More than 60 percent of its out- | 


Mu- | 
that | 


securities invites action 
other states, 

(3) That such requirements and re- 
quirements that investments be made in 
certain named classes of securities inter- 
fere with the operation of the economi« 
law of supply and demand and on the one 
hand tend to create an artificial super- 
abundance of funds in the favored chan- 
nels of investment, and on the other Rand 
tend to confine the investments of insur- 
and 


retaliatory 


less 


ance companies to profitable 
less desirable securities than they might 
otherwise obtain. 

(4) That the imposition of such re- 


quirements forces upon the companies an 
artificial policy of investment which ren- 
ders it difficult to obtain a fair profit on 
their investments and to maintain their 
funds in such condition as the necessities 
of their business requires, 

(5) That the result must inevitably be 
a loss to stockholders and policyholders 
an increase in the cost of insurance and 
an augumented risk of forced liquidation. 

(6) And be it further resolved that the 
Convention record itself as of the opinion 
that the soundness and efficiency of in- 
surance companies and the prompt pay- 
ment of their obligations is of paramount 
importance to the community whereir 
they make insurance upon property and 
lives, and that the legislatures of the 
several states should aim at maintain- 
ing that soundness and efficiency rather 
than seek to divert their funds to 
inconsistent therewith, 


uses 


PACIFIC MUTUAL PROMOTIONS 
Several New Vice-Presidents and Sec- 
retaries Named by California 
Company 





vice-presidencies have 
the Pacific Mutual Life 
action recently taken by 
directors of the company. 
In addition, a number of new assistant 
secretaries have been named. 

W. ‘Jenkins is now junior vice- 
president and assistant treasurer. He 
has been with the company since 1886, 
Harry E. Moore relinquishes his title 
as assistant secretary to become junior 
vice-president. D. C. MacEwen, for- 
merly assistant secretary becomes 
junior vice-president. Frank R. Wood- 
bury, who has been manager of the 
company’s accident business in New 
York City, has been elevated to a junior 
vice-presidency and appointed superin- 


Several junior 
been created by 
result 
the board of 


asa ot 


tendent of agencies with headquarters 
| at the home office. Wesley C. Green is 
appointed junior vice-president and in 
the future will do more field work for 
the investment department of the com- 
pany. 

| Harry J. Brown becomes assistant 
secretary. He was formerly superin- 
tendent of the supply department. 
George H. Gregg, superintendent of 
claims in the accident department has 
now had added the title of assistant 
secretary, and Allan D. Grant is also 


appomted assistant secretary. 

In the changes made two women have 
been honored with more important titles, 
they being Miss Mabel G. McClintock 
and Miss Ethel J. Hardle. Miss Mc- 
Clintock is appointed assistant secretary 
and assistant of the renewal department 


land Miss Hardle is honored with the 
tit'e of assistant secretary 
Change Club Year 

The Central States of St. Louis has 
changed the $100,000 Club vear so that 
it will run concurrent with the calen- 
dar year. This change was made at the 
suggestion of the field force. The next 
| meeting will probably be held the lat- 
ter part of February. The leaders for 
the club vear ending May 1, 1922, will 
be the officers of the club. Leaders for 
| last month are U. S. Mudd of Okla- 
| homa, J. T. Bavarinos of Missouri, M. 
| L. Weyerich of Missouri, Marmaduke 
Corbyn of Oklahoma and 


Philip W. 


| Price of Missouri 


by 
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MISSISSIPPI TROUBLES 


HISTORY OF ANTI-TRUST SUIT 


Source of Litigation Traced Back to 
Civil War By W. C. Wells Before 
St. Louis Convention 
. MO., May 3.- 


counsel for 


W. 
the 
outlined the 


LOU 
ae 


Calvin 
W ae Lamar 
Lite of Mississippi, 
the 


against 


history 
litigation 
the 


of recent Mississippi 


life companies and viewed 
source of the case from a new angle, ir 
his address before the semi-annual con- 
vention of the Association of Life In- 
surance Counsel here this week. Mr 
Wells traced the history of this insu 
ance litigation from its origin and gave 
it as his belief that the fundamental 
cause could only be found in the period 
of history which immediately followed 
the Civil war. 


Growth of Anti-Trust Law 


During the ten years which followed 
the Civil war, the white people of Mis- 
sissippi were ruled practically in all 
branches of the government by negroes 
or white men whose intention was 
to prey upon the people. There fol- 
lowed after that a period of government 
of the minority upheld by force and 
terrorism, during which time the present 
system was rounded out. In 1890 the 
constitutional convention was held and 
one of the most emphatic provisions in 
the new constitution was the anti-trust 
section. The people had become imbued 
with the fear of oppression and loss of 


sole 


liberty and thus built barriers to pre 
vent the future entrance of trusts and 
combines. This matter was made the 


subject of a eR in practically every 
session of the legislature from that time 
until 1914, legislature enacting 
some new restrictions that more fully 
defined the anti-trust limits. The sub- 
ject escaped the attention of the 1914 
legislature, but in 1916 the provision 
which was the basis of the recent liti- 
gation was enacted. This provision de- 
clared any person concerned in_ the 
profits or loss of any trust or combine 
to be guilty of a felony, to be punished 
by a fine of from $100 to $5,000, in ad 
dition to imprisonment for to five 
years. 


eac r 


one 


Fire Suit First 


Under such an array of statutory law 
on the subject, the anti-trust suit was 
brought against the fire companies in 
1921 by Stokes V. Robertson, state rev- 
enue agent. This suit probably caused 
greater disturbance in Mississippi than 
any similar litigation in the history 
the state. Mr. Wells said that it is the 
law and not the enforcement of the law 


ot 


which is wrong. It is his belief that 
the fire companies must have felt that 
the penalty described was so terrific, 
both in amount of penalties and in 
prison sentences, that the laws would 
not be enforced. 

About the middle of the last session 
of the legislature, while the fire com- 
panies case was still under considera 
tion, the state was further astonished by 
the filing of a bill in chancery in a 


little village in Covington county against 
all of the life companies doing business 


in the state. This suit was brought by 
\. J. Browning, district attorney for 
that district. Various conjectures wert 


of the entry of the 
interested being at 
named by one ot 


made as to the cause 
suit, every party 
some time or another 
the other parties. Mr. Wells said, how- 
ever, that it was evident that instiga- 
tion of this case could not be credited to 
the governor, the attorney general, the 
fire companies, local attorneys in Cov- 
ington county, or the local insurance 
companies of Mississippi, and that it is 
questicnable if the author will ever be 
found. 

Mr. Wells pointed out the defects in 
the bill as filed and showed the inabil- 
ity to maintain such a document 
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LAPSE OF A LIFE POLICY 
ON PREMIUM DEFAULT 


History of Subject Given by 


L. A. Stebbins of Old 
Colony Life 


NEED POLICY PROVISION 


In Address Before Association of Life 
Insurance Counsel in St. Louis, He 
Stresses This Feature 


Association otf 
this 


Speaking before the 


Life Insurance Counsel in session 
week at St. Louis, Mo., 
“When 
lapse on the non-payment of premium?” 
Lewis A. Stebbins, 
the Old Colony Life of 
phasized the necessity 
this 
Mr. 


has long been a 


on the subject 


does a life insurance policy 


general counsel of 
Chicago, em- 
definite 
the 
that 


for discussion 


ior pro- 


policy 


vision on question in 


contract Stebbins said this 


subject 


in the courts, but has usually been de- 
cided against the company. For this 
reason he said some general practice 


must be adopted for the incorporation 
of this provision in the policies. 


Required Payment Unsafe 


Mr. Stebbins opened his paper with 


the listing of several general proposi- 
tions which are unquestioned truths. He 
said that no institution could agree to 
pay out more money than it receives 


and long remain solvent; that no person 
of average sound judgment will volun 
insti- 


tarily become the creditor of an 

tution that enters into this agreement; 
that a life company which binds itselt 
to pay its policies, in case of loss 


whether premiums are paid or not, is 
agreeing to pay out more money than 
it takes in; and that court rulings 
which require this are placing insur- 
ance companies upon a basis which 
means certain insolvency and _ conse- 
quent ultimate inability to meet obliga- 
tions. 
Subject Is Battleground 


Commenting upon the experience ot 
the the companies in the court, Mr. 
Stebbins continued as follows: 

“In view of the obvious necessity 
prompt payment of the premiums, as a 
condition precedent to the liability of 
the company on its policies, if the com- 
pany is to remain solvent and meet its 
obligations as they mature, ought provi- 
sions in policies for the payment of 
premiums as a condition precedent to 
the liability of the company receive a 
fairly liberal construction in favor of 
prompt payment of premiums as a con- 
dition precedent to the liability of the 
company, or ought such provisions be 
construed most strongly against the 
company to the end that the company 


for 


shall remain liable whether the prem- 
iums are paid or not? 
“This is the battleground that has 


been fought out in the courts in numer- 
The commander-in-chief of 
prompt 


ous cases. 
the forces contending for the 
ness of payment of premiums as a con- 
dition precedent to the liability of the 
company, thereby insuring continued 
solvency, has been the common sense oi 
the situation, as defined by Justice Brad- 
ley of the supreme court of the United 


State, backed by the obvious real in- 
tent of both the company and the in 
sured. 

“The commander-in-chief of the 


forces opposed to the companies and 
contending for their continued liability 
notwithstanding the non-payment of 
premiums, has been the omnipresent 
much overworked rule that policies of 
insurance shall be construed most 
strongly against the company, and in 
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INSURANCE ISSUES UP 


CHAMBER OF COMMERCE PLAN 


INSURANCE 


EDITION 
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_LOANS HELP FARMERS TELLS OF EXPERIENCE 


| 


Two Sessions of Insurance Department | 


to Take Up Domestic Problems 
and Foreign Trade 


WASHINGTON, D. C., May 2.—lor 
the annual convention of the insurance 
department of the Chamber of Com- 
merce of the United States, to be held 
here May 16-17, two sessions have been 
arranged, the first day’s program relat 
ing to domestic problems, and that for 
the following day having to do with 
\merican foreign trade, and the relation 
thereto of marine insurance 

rhe program tor May 16 stresses the 
importance of creating a better under- 
standing upon the part of business men 
generally of the part insurance plays in 
the conduct of their affairs, and of the 
value of cooperative effort. Any influ- 


ence adversely affecting the insurance 
companies or their direct representa- 
tives will be immediately felt by other 


businesses, either through the medium 
ot increased cost of the indemnity sup- 
plied, or by way of less efficient service 
This truth it is sought to make clear 
and the task will be approached by dif- 
ferent speakers from various angles. 
The four subjects to be discussed at 
that are “Insurance and the 
Public,” “Getting the Most Out of Con- 
servation,” “Insurance Education and 
Service as an Individual Investment 


session 


Paying Dividends,” and “What May 
the American Business Man Expect 
trom Insurance.” The last topic is in 


tended to afford underwriters an idea 
ot what the outside business man thinks 
of msurance, and how it might contrib- 


ute more effectively than now to the 
advancement ol a common cause 
favor of the insured, even to the ex- 
tent, many times, of ignoring the real 
mtent of the parties; backed by the 
further rule that the law abhors a for- 
teiture, 
Companies Usually Defeated 
“Out of this contest between com- 
mon sense and solvency on the one 
hand, and strict construction against 


the company, reinforced by the applica 
tion of the rule against torteiture upon 
the other hand, the companies have 
usually emerged defeated, where by any 
possible strict construction, liability can 
be fastened upon the company notwith- 





standing the non-payment of the prem- | 


iums 

“In other words, according to 
great weight of authority, the right to 
forfeit for non-payment of premiums 
must be so clearly expressed in the pol 
icy, that no other possibl 
can be placed thereon.” 


the 


construction 


Fixed Court Opinion 
Citing innumerable court decisions 
dating from the year 1859 to the pres- 
ent time, Mr. Stebbins traced the devel- 


opment of an almost fixed opinion in the 


mind of the courts, that the life insur- 
ance companies should be required to 
pay death benefit to polici« s where 
premiums had not been paid This 


brought out the two 
the under 
first, what provisions must be inserted 
ma policy of lite to the end 
that it will automatically terminate upon 


Mal 


subject discussion, namely: 


msurance, 


divisions of | é 


| began about the middle of the 


BUSINESS FIRMS ALSO AIDED 


Advances on Life Policies Have Tided 
Over Many Nebraskans Through 
Critical Period 


LINCOLN, NEB., May 2.—M. L. 
Blackburn, chairman of the administra- 
tive board of the Bankers’ Life of Lin- 
coln, Neb., said recently that the abil- 
ity of farmers to obtain loans on their 
policies was of substantial help in solv- 


ing some of the critical financial prob 
lems that Nebraska farmers have taced 
in the last year Che slump in prices 


summer, 
and from that on for the remainder of 
the year it was a toboggan slide. 
During the period between the first 
sag in prices and the time the war finance 
corporation began functioning as a tarm 
source ot supply, a large number 
borrowed to the limit on 
driven to that course by 
the fact that the country banks were 
loaned to the limit and had nothing 
which they could turn into liquid assets 


loan 
t tarmers 
their policn s, 


In this way a number of them were 
able to hold on to their stuff until the 
turn in the market came and they could 


financial feet 


Aided 


back onto their 


Business Firms 


“This 


get 
Alxeo 


us¢ made ol 
Blackburn 
the Lincoln 
soundness 


the only 
the policy said Mr 
‘A typical case is that of 
firm of undoubted 


was not 
ioan,” 


business 


that had taken out a policy some years 
ago in the Bankers’ Life on the presi 
dent of the concern Che opportunity 


came to make a very advantageous pur- 
chase ot goods. It took about $6,000 to 
handle the deal, and the price made was 
so low that it meant a big profit for the 
company. 

“Not thinking for a minute that any- 
thing else was necessary than to go 
down to the company’s banker and sign 
a note, ‘the officers were astounded to be 
told that the bank had been compelled 
to reduce all of its lines of credit, and 
that they had reached the limit. Some 
one suggested a policy loan, the board 
of directors authorized it and the same 


day we gave them a check for the $6,000 
they needed The money was required 
for only a short time, but it meant a 


profit on this purchase that was almost 
equal to the loan itself 


“I will wager that few business men 
bave ever thought of life insurance im 
this way, just as hundreds of tarmers 
had to learn that it was the only source 


of money supply open to them at a time 
needed it and the ordi 
credit closed.” 


when thes most 


avenues ot were all 


nary 


Group Contract at Kansas City 


An arrangement for group insurance 
on employes of Kansas City 
establishments and allied crafts that are 
members of the Graphic Arts Organiza 
closed by D. M. Skinner, 


Kansas City ofhece oft 


printing 


tion has been 


manager of the 


the Actna Life Uh proposal was 
approved by the central body of em 
ploying printers in the Graphic Arts 
Organization, and being presented to 
individual firms and employes by insur- 


nee representatives, has been accepted 
by 75 percent of both employers and 
employes Che imsurance plan pro 
vides that every emplove of thre 
months’ service is to have $500 Iifs and 
disability insurance: every ear of 
service adding $100 to the face of the 
policy up to $1,000. The cost is about 
2! cents a week per $100 of msurance; 
}or 13 cents a week on $500 policy 
The employer pays 8 cents a week, the 
employe 5 cents, on the basis of $500 

Royal Union in Texas 
A license to operate in Texas has 


non-payment of the premiums, subject 
of course, to its non-forfeiture provi 

sions: and second, Nn Case appropriat« 

provisions are not inserted in the pol- 
icy to the end that it terminates for 
non-payment of premiums, what if any, 
action can the company take to cause 
such defective policy to terminate for 
non-payment of the premiums? Most 
of the decisions reverted to the case | 
of New York Life vs. Statham in 1876, 
in which it was stated “That the con- 
tract is not an assurance for a single 

(CONTINUED ON PAGE 16) 


been granted to the Royal Union Mu- 
tual Life of Des Moines. The Texas 
general agent is to be Willard H. Fos 
ter of Houston 


W. S. Ayres of Bankers Life Dis- 
cusses This at St. Louis 


| ON SUICIDE CLAUSE 
| 


Convention 
OVERLAPS INCONTESTABLE 


Survey of Court Decisions Given Asso- 
ciation of Life Insurance 


Counsel 


An interesting discussion on the 
the 


the 


status of suicide clause and its re 


lation to mecontestable clause was 


given by W. S. Ayres, general counsel 
tor the Bankers Life of lowa, before 
the convention of the \ssociation of 
Life Insurance Counsel, which is hold 
ing its semi-annual convention im he | 
Louis, Mo., this week Taking as his 
subject, “Incontestable and  Suicick 
Clauses,” Mr Ayres told of the experi 
ence in the courts on this matter and 
of the need for clearly defined and un 


ambiguous wording in both application 
and policy Mr. Ayres spoke, in part 
as follows 


Provisions Upheld 


or 
providing 
suicide 
date 
poh 


“Practically all policies 
have contained a 
that if the insured 
within one or two 
thereof, while sane or insane, the 
shall be null and void. Or, is a 
risk not assumed under this policy, and 
providing in such event the company’s 


years 
provision, 
shall commit 
years from the 


cies 


liability shall be limited to the amount 
of the premium actually paid. 
“Another provision which complies 


statute of 
the insured 


with the 
that: ‘If 


Texas, provides, 
shall die from 
personal destruction, sane or insane, 
the amount paid to the beneficiary 
under this policy shall be the sum actu- 
ally received by the company for pre 
miums thereon, and no more.’ Such 
provisions and similar ones have been 
held reasonable and not against publi 
policy, valid and enforcible 


Combine Contestable Clause 


language ol 
and unam 
construction, 
conflict 
and the 
contusion 


“Standing alone the 
provisions is clear 
biguous, and call for no 
nor would it seem there is any 
between the provision 
incontestable Phe 

result of 


these 


suicide 
clause 


arises largely as the some ol 


the courts’ decisions on contracts ma- 
terially different from the ones referred 
to, which decisions were arrived at 
largely because of the opinion of the 


court that the contracts construed were 


not so clear, but that they might lhe 
nisunderstood by the imsured 
Decisions on Time Limit 


“Many cases are illustrative of the 





contract provisions and circumstances 
which brought about thre linking oft the 
suicide and incontestable clauses by 
the courts And, as the courts have 
held that at least as to the defense of 
fraud, because of | the incontestable 
clause, such detense cannot be set up 
after the period fixed by the provisions 
even though the death of the insured 
occurred during that time 

“The question arises as to whether 
or not the same rule applics where the 
insured commits suicide within the 
| period fixed by the suicide clause and 


no action is brought thereon until after 


the expiration of such period 


premium,’ 


| “Practically all policies provide: ‘This 
| policy shall be incontestable after one 
| or two years from its date of issue 





except tor non-payment ol 
[he statutes of many of the states re- 
| quire such a provision 
|} “In all cases where the courts have 
‘ 
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EXPERIENCED CO-OPERATION 


The Agent out in the field actively engaged in soliciting 
prospects is the man to whom the Home Office of the UNION 
NATIONAL LIFE bends its every effort to equip with 


every possible aid in battering down opposition. 


Its officers have always been agents and always will be 
agents in spirit and fact. The sincere helpful suggestions 
and co-operation eminating from the Home Office are of valu- 
able aid to the agent out in the field striving to sell a most 
worthy commodity. Exceptional opportunity is awaiting 
you when you communicate with— 


The Agency Department 


Union National Life Insurance Company 


Houston, Texas 
J. C. STRIBLING, President J. M. YOES, Secretary 
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Be a salesman with the fastest growing Insurance 
organization in the middle west 


FIRST YEAR’S BUSINESS 
$11,633,000.°° 


sanes OUR NEW POLICY aunue 


Illustrating a $10,000 policy at age 30. It is a 20-payment policy 
that will pay up in EIGHT years, has triple indemnity for acci- 
dental death, waiver of premiums and annuity of $200.00 per 
month for permanent and total disability with guaranteed op- 
tional settlements at the end of twenty years. $10,000 in cash 
or $4,915.10 and paid up policy for $10,000 or paid up policy for 
$19,660, or life annuity of $688.00, pay twenty years certain. 
There are many other special features. This policy is a Winner, 
it has the pull that gets the business. 
TERRITORY OPEN FOR CAPABLE MEN IN 














Arkansas Idaho Illinois lowa Kansas Kentucky Wyoming 
Michigan Minnesota Missouri Nebraska WN. Dakota Oklahoma Colorado 
Oregon S. Dakota Tennessee Texas Utah Washington 


We will help you establish a lasting and paying business. Write to-day. 














UNDERW RITER 


held the company liable under the pro- 
visions of a policy, which excluded lia- 
bility for suicide, basing such holding 
upon the provisions of the incontesta- 
ble clause, the policy had run more 
than the period fixed by the suicide 
clause prior to the suicide. 
States’ Provisions 


“The following states have statutory 
provisions in regard to suicide: 
Colorado—“From and after the pas- 
sage of this act, suicide of a policyholder 
after the first policy year of any life 
insurance company, doing business in 
this state shall not constitute a defense 
against the payment of a life insurance 
policy, whether said suicide was volun- 
tary or involuntary, and whether said 
policyholder was sane or insane.” 
Georgia—"“Death by suicide or 
hands of justice either punitive 
ventative, releases the insurer from the 
obligation of his contract.” But it had 
been held that the company might waive 
the benefits of the statute exempting it 
from such liability. 
Missouri—‘“In all 





by the 
or pre- 


suits upon policies 
of insurance on life hereafter issued by 
any company doing business in this 
state, to a citizen of this state, it shall 
be no defense that the insured committed 
suicide, unless it shall be shown to the 
satisfaction of the court or jury trying 
the cause, that the insured contemplated 
suicide at the time he made his applica- 
tion for the policy, and any stipulation 
in the policy to the contrary shall be 
void.” 

New Mexico—‘From and after the 
passage of this chapter the suicide of a 
policyholder after the second policy year 
of any life insurance company doing 
business in this state shall not be a de- 
fense against the payment of a life 
insurance policy, whether the suicide was 
voluntary or involuntary, and whether 
said policyholder was sane or insane.” 

North Dakota—‘“In all suits on policies 
of insurance on life issued by any regu- 
lar assessment or fraternal benefit asso- 
ciation or corporation doing business in 
this state, it shall be no defense after 
the policy has been in force one year, 
that the insured committed suicide and 
any provision or stipulation in the policy 
to the contrary shall be void.” 

Utah—"From and after the passage of 
this chapter, suicide of a policyholder 
after the first policy year of any life in- 
surance company doing business in this 
state, shall not be a defense against the 
payment by the life insurance company, 
whether suicide was voluntary or invol- 
untary, and whether said policyholder 
was sane or insane.” 

Texas—"No policy of 
shall be issued in this state 


insurance 
a life in- 


life 
by 


surance company organized under the 
laws of this state, if they contain the 
following provisions: 3. A provision 
for any mode of settlement at maturity 
of iess value than the amounts insured 
on the face of the policy pro- 
vided that any company may issue a 
policy promising a benefit less than the 
full benefit in case of death of the in- 
sured by his own hand while sane or 
insane, or by following stated hazardous 


occupations.” 


Virginia—"Death by suicide or by exe- 
cution under the law shall be no defense 
in suit on policy hereafter issued, unless 


there is express limitation therein to the 
contrary.” 
Three provinces in Canada also have 


statutory provisions regarding suicide: 


Ontario—“When a policy contains an 
incontestable clause; suicide shall not be 
a defense unless policy and application 


expressly so stipulate.” 

Quebec—"“Insurance on life of 
who dies by the hand of justice, 
or suicide, void.” 

Saskatchewan—"If contract 
testable after a certain time, it shall not 
be contested upon the ground of suicide 
unless expressly stipulated in contract.” 

The decisions of the courts are without 
conflict that such statutes are valid and 
constitutional, 


person 
dueling, 


is incon- 


Policies Now Clear 


“The various clauses in policies now 
issued are clear and unambiguous. Gen- 
erally one following the other, and one 
as conspicuous as the other as to head- 
notes and size of type. It is universally 
recognized by the courts that the com- 
panies have the right to except such 
risk, and that such provisions for a 
limited period are reasonable and in 
keeping with good public policy. So 
far as the legislatures of the various 
tates have acted, they also have recog- 
rized that at least for a limited period 
suicide should be an excepted risk. The 
argument that the insured will be mis- 
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led cannot apply to these provisions 
as now placed in the policies, nor can 
the argument that the company within 
the incontestable period can investigat« 


and protect itself by bringing action 
Investigation would, of course, be futil 
No affirmative action can be taken by 
the company to protect itself when thx 
insured commits suicide within the 
period of the suicide clause. The com- 
pany’s rights being a defense based 


wholly upon the provisions of the pol- 
icy itself, and not an affirmative right 
to cancel, rescind, or declare the policy 
void because it admits the validity of 
the policy as to all the risks covered 

“The courts by the language used in 
the various decisions referred to herein, 
indicate without doubt that their under 
standing and interpretation of the sui 
cide clause is, that the company shall 
have the right to defend on _ such 
ground, if suicide occurs during the 
period fixed, and such is undoubtedly 
the understanding of the public. 

“That the incontestable clause does 
not and cannot be held to cover all 
defenses the company might have is 
recognized by the courts which have 
had occasion to consider it, and it 
would seem as unreasonable to say the 
incontestable clause bars the defense of 
suicide under the provisions of the pol- 
icy, as to say that the company cannot 
defend an action brought upon a policy 
by an absolute stranger to it.” 


RUN DOWN INSURANCE CROOK 


Rockford Life Officials Do Good Work 
in Landing Swindler Claiming 
to Represent That Company 


alias Charles F. Fisher, 
Smith, alias Ellsworth 
A. Smith, is in the Dan- 
as the result of some 
work on the part of 
Francis L. Brown, vice-president and 
secretary of the Rockford Life. 

Mr. Brown suspected Smith to be in 
a tough district of Chicago, so he and 
his agency organizer, J. C. Ocken, drove 
to Chicago, got their eye on a suspected 
house ies hag drove by about a block, 
and Ocken, representing himself as a 
villager and doing some clever acting, 
came face to face with Smith. Smith 
had shipped some eggs from one of 
the small towns in Illinois to this Chi- 
cago address to a “Mr. Fisher.” Mr. 
Brown and Mr. Ocken then drove to 
Rossville, near Danville, IIL, and got 
the president of the Rossville bank to 
swear out a warrant for Smith’s ar- 
rest. Mr. Brown and Mr. Ocken drove 
400 miles in one day. 

Smith had no authority conferred 
either by the Rockford Life or by state 
license to represent that company. He 
pretended to write insurance for the 
Rockford Life, collected 10 percent of 
the premium for a $10,000 or a $20,000 
policy, went through the motions of 
arranging for medical examinations, 
and left for fields yet fresh. Smith’s 
victims were bankers, farmers, doctors 
and business men. They were deceived 


E. Smith 
alias Homer 
Smith, alias E. 
ville, Ill, jail 
clever detective 


by Smith’s superb acting the part of 
an experienced farmer, and a good- 
natured, benevolent and likeable old 
uncle. 


It seems that Smith had left a long 
trail of crooked work behind him with 
several other life companies, and the 
Rockford Life deserves credit for run- 
ning this man down. The Rockford 
Life sent hundreds of telegrams and 
letters trying to intercept Smith’s oper- 
ations, 


Big Corporation Policy 


The Harry L. Hussman Refriger- 
ator & Supply Company of Saint Louis 
has taken out corporation insurance to 
the amount of $250,000 on Harry L 
Hussman, the president. This life in- 
surance was placed with the seRowsng 


companies: New York Life, 5,000; 
Equitable of New York, $50,000; Setend 
Life of New York, $50,000; Aetna, 
$50,000; Phoenix Mutual, $75,000. 
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The Greatest Help for Life Insurance 
Field Men Developed in Recent Years 


NSURANCE salesmen are always 
| interested when some new service 
or publication makes its appearance, 
which is designed to meet their needs 
and make for greater efficiency in field 
work. The reception accorded the 
Diamond Life Bulletins published by 
the National Underwriter Company by 
the men in the field has been so marked 
that life insurance men who are not 
yet using this great help and are not 
familiar with it may be interested in 
learning something regarding it. 

The Diamond Life Bulletins has de- 
veloped to such an extent in furnishing 
both statistical and salesmanship ma- 
terial that it is now distinctly a part 
of the recognized system of educa- 
tion, inspiration and agency develop- 
ment which is placing life imsurance 
field work on a higher plane than it 
has heretofore reached. 

The idea of the Diamond Bulletins 
is an original one as applied to life 
insurance but has been adapted in 
various forms to other lines of busi- 
ness. It represents a combination of 
ideas and needs, bringing together and 
completing the service of the National 
Underwriter Company in the life in- 
surance field 

Not a Correspondence Course 

In the first place it might be said 
that it is not a correspondence course 
of salesmanship, for beginners, and the 
like. It is rather for the seasoned so- 
licitor. While suggestions and “pro- 
grams” for its use are issued 
frequently, it does not attempt the 
work of the ordinary correspondence 
instruction school in that it does not 
have examination papers, issue di- 
plomas, etc. It is also different from 
a correspondence course in that its 
service continues indefinitely and does 
not run over a stated period. While a 
good thing for the beginner in life in- 
surance, it is usually most appreciated 
by the older and more experienced 
salesmen and general agents. The 
larger writer a man is or the larger 
the general agency, usually the more 
indispensable is the Diamond Life Bul- 
letins considered. The word “service” 
has been purposely avoided, because 
that word has been overworked, but it 
is essentially a service of accurate, de- 
pendabie and specialized information 
to aid the solicitor in the field. 

From the publisher’s standpoint it 
rounds out and completes its life in- 
surance service, in the two depart- 
ments of statistics and salesmanship. 

Every life insurance man, whether 
a part time or a million a year pro- 
ducer, has to do with these two things, 
statistics and technical information, 
and salesmanship. In the manufactur- 
ing business the one would have to do 
with the “shop” and the other with the 
sales department. The National Un- 
derwriter Company has developed 
these two departments side by side as 
they go hand in hand to make up the 
efficient, systematic and capable life 
insurance man. 


Help for All 

Going on the assumption that life insur- 
ance work is no longer a haphazard, inter 
mittent occupation but that it is governed by 
the same laws which make engineering, 
teaching or preaching a profession, the 
National Underwriter Company has at- 
tempted to develop a system which will 
meet those professional needs 

Starting with the Insurance Salesman, its 
companion publication, and the Little Gem 
Life Chart, the vest-pocket book on policy 
and company information; following this a 
step further along with the weekly National 
Underwriter, exclusively life edition, and the 
Unique Manual-Digest, which also might be 
said to be companion publications, the 
service is completed and rounded out by the 
Diamond Life Bulletins which specializes 
still further and in it is presented what is 
virtually a loose leaf encyclopedia and bul- 
letin service giving specialized and detailed 
information of an expert character. 


Developed from “Scrap-Book” Idea 

You remember the old-time scrap-book 
which a few years ago was a part of every 
general agency office equipment, in which 
it was attempted to gather from here, there 
and everywhere, scraps of information re- 
garding companies, salesmanship, etc., which 
were found to be valuable in helping the 
salesmen of the agency either to give infor- 
mation or make sales 

In this scrap-book there would be cer- 
tain pages set aside for dividends, net costs, 
etc., of other companies, descriptions of 
special plans with which the agency occa- 
sionally came into competition and statisti- 
cal data of various sorts; other pages o1 
departments made up of clippings from in- 
surance papers and every other source pre- 
serving especially well-put arguments, im 
portant decisions, data on menthly income, 
group, business and partnership, inheritance 
tax and other special fields of insurance. 

Usually it took a good part of the time 
of a particularly bright secretary or agency 
instructor to collect and arrange this ma- 
terial in such form that it could be readily 
referred to and conveniently used. This 
scrap-book of miscellaneous information 
was often referred to as the office “dope- 
book ” 

The Loose-Leaf Idea 

Then there began to appear various 
leaf systems for particular companies, 
such as the “Beers’ Book” on the Mutual 
Benefit, the Connecticut Mutual book, and 
many others These were collections of 
material which applied both to the particu- 
lar company and also to life insurance in 
general ven the larger general agencies 
began to get up special typewritten loose- 
leat books that could be used in_ soliciting 
ind such a book was gotten up very suc- 
cessfully by Mr. Abner Thorp, Jr., for one 
of the prominent general agencies of the 
Provident Life & Trust. 

Mr. Thorp and the publishers saw the 
possibilities of such a service applied in a 
broader way to both statistics and life in- 
surance salesmanship, without reference to 
particular companies, and the Diamond Life 
Bulletins was the result. The success of 
such services as the Babson Statistical Serv- 
ice on finance, that of the Guaranty Trust 
Company of New York and other important 
services in the different fields of finance 
and business encouraged the publishers to 
believe that there was a field for a similar 
service in life insurance 


Two Big Loose-Leaf Volumes 
Che Diamond Life Bulletins was started 
is purely a. statistical service, giving in 
mimeograph, loose-leaf form information as 
to premiums, dividends, surrender values, 


loos« 


ets of the various companies much more 
in detail than would be possible in a printed 
book: for instance, dividends and surrender 


values at every age instead of at five and 
ten vear ages [his service is, of course, 
an elaboration of the Little Gem Life Chart 
and the Unique Manual-Digest. 


But it was soon seen that a comprehen- 
Sive service on salesmanship plans and 
ideas, bringing together in one place the 
best practical plans of the most successful 
men all over the country was needed, with 
the result that two separate binders and 
two distinct services were developed 

Che work of sorting and editing the great 
mass of material with a view of including 
only that which was of permanent and prac- 
tical value was begun and Mr. Thorp now 
has a corps of a dozen assistants who with 
the aid of four electrically driven mimeo- 
graph machines are serving several thou 
sand life insurance offices and personal pro 
ducers with systematized, carefully selected 
material, which goes into the “scrap-book” 

now a loose-leaf binder system, under a 
plan by which new material is constantly 
added and old material as it Lecomes obso- 
lete eliminated 

Limitations of Books 

For some reason books on life insurance 
and its various phases have never fully 
served the purpose of instruction and study 
of salesmanship; either they have become 
obsolete in part shortly after being pub- 
lished or they have not been written with 
proper care and_ practical thoroughness 
It has taken nearly three years and many 
writers to produce the salesmanship section 
of the Diamond Life Bulletins, and the work 
is only started. The Diamond Bulletins is 
changing and growing all the time with the 
business and the conditions governing it 

Life insurance salesmanship is a mat 
ter of moods and seasons and it has long 
been recognized that agents need more 
help than can be given through printed 
books, written from various viewpoints and by 
a nviscellaneous staff of writers. The Dia- 
mond Life Bulletins is working towards a 
coordinated whole in which all the material 
is brought under one system. It is the work 
of many minds and of the best specialists 
in each line but it has the advantage of 
being shaped up, without duplication or 
contusion, into one composite whole. That 
is the secret of its success and the reason 
why it has been found so adaptable and 
usable by all classes of salesmen and gen 
eral agents. 


A New Instalment Each Month 

\ goodly instalment of new material 
in each department is furnished monthly 
and also new sheets to take the place of 
the pages which have become obsolete. As 
soon as a company changes its rates, poli- 
cies, values, etc., or issues new dividends, 
the new sheets are sent out with simple 
instructions how and where to insert them 
to take the place of the old. In the sales- 
manship material and the specialized serv- 
ice such as that on inheritance tax or 
business insurance the material is kept up 
to date, following the changes in laws 
practice, etc., which are frequently made 

In short, the Diamond Life Bulletins acts 
as an intelligent private secretary and 
agency instructor to the general agent or 
the producer, doing work for him which 
if done individually would take the time 
of a full paid, intelligent assistant. For 
a small amount a month, $1.50 in the case 
of the producer who wishes only the sales- 
manship material, and $3.50 per month for 
the general agent, who is expected to take 
the entire service, plus the charge for the 
accumulated material, which is spread over 
a number of months so as to make the pay- 
ments easier, a service is obtained which 
could not be procured ,otherwise at a cost 
of less than $100 or $200 a month. Today 
virtually every home office is receiving the 
entire service as well as most of the gen 
eral agencies which profess to give service 
to their agents 


Full information and sample pages, etc., 
may be had free by addressing 


THE DIAMOND LIFE BULLETINS, 


c/o The National Underwriter Company 


420 E. Fourth Street, Cincinnati, Ohio 
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PEN PICTURE OF AN AGENCY LEADER 


Some of the Dominant Traits in the Character and Work of 
. O. Eliason 


BY GAYLORD DAVIDSON 





caption for this 
it “The 


F I were writing the 
| contribution, I would have 
Pen Picture of a Man.” 

Six words to a headline are none too 
many, nor too few; and in that the 
number seven carries Biblical signifi- 











A. 0. ELIASON, St. Paul, Minn, 
Manager Home State Agency of the 
Minnesota Mutual Life 


cance, I might have added, truthfully 
and properly, the adjective “practical” 
as describing my subject. “A man’s a 
man for a’ that” and so I stick to my 
six word text. It serves me well in that 
the man of whom I write carries in his 
life work the symbolism of° practical 
everyday achievement. 








upon which we can build. 
tion is adequate; 
nate yet restful, reassuring, compelling. | 
If one 
effects, he would find oak settings. 


" er 


be merely New York. 
main at the bridgehead, 


the genius of 


if you will, 


NATIONAL 


were looking for gingerbread 


EW YORK may not absorb all | 
America as rapidly | 
as it develops, else America would 
There must re- 
of ! enhanced 


UNDERWRITER 


| fied with an eastern college degree, 
| amalgamate in efficiency with western 
achievement? In other words, can a 
western boy, given full sway in eastern 
methods, culture and education, 
to his native western environment the 


Adolph O. Eliason is indeed a text | practical application of the belief that 


The founda- 
the superstructure or- 


an eastern training is vital to a high 
degree of business success? 
e & a 

ITHOUT pushing my question too 

far, permit me to say that a 
course at Harvard, bringing the de- 
gree of doctor of philosophy, bottomed 
upon a graduate and post 
course in the wonderful University of 
Minnesota, brought not only its need 
f “fighting armor 
in 


The accompanying pen portrait of A. O, Eliason, manager of the 
home state agency of the Minnesota Mutual Life of St. Paul, is inter- 
esting because it is drawn by a man who is leading in the agency ranks 

|| of his own company. Mr. Davidson takes first place among the producers 


|| of the Shenandoah Life of Roanoke, Va. 


Aside from being a successful 


writer of lite insurance Mr. Davidson is happy with his pen in writing for 


i periodicals. 


|| one of the big agency leaders of the country. } 
| National Association of Life Underwriters, having served as chairman of 


its executive committee. 


the Middle West, the Far West, and 
at the business poles of the North and 
South, the builders of empires. 

So, out of the Northwest, as a proph- 
ecy, came James J. Hill, who gave to 
St. Paul, as the seat of his empire, the 
magic of sturdy vision that later sat 
in the councils of Wall street. Here we 
find the adaptation of that vision in the 
development of the prairies to the other 
swing of the pendulum, in sane financ- 


ing on the shores of the Atlantic, 
where the gates of world traffic are 
flung wide. 

* - * 


Here we have definite results from an 
oft-discussed problem. Does an east- 
ern training and eastern culture, forti- 


He gives a human touch to what he writes. 





Mr. Eliason is 
He is prominent in the 


practical ability which has made him so 


successful. 


We can see that such a foundation is | 


fully adequate to the early training of.a 
rural banker, but it could not go far 
enough. It might have gone to a re- 
flex in taking back to the east a young 
man who had early developed a finan- 
cial training along practical lines. But 
here we may bring to our aid the oft 
used word “vision”; and Mr. Eliason 
sensed the vision of ‘achievement in life 
underwriting in the new empire of the 
northwest. Like Frank O. Lowden, a 
native of Minnesota, as is also “Jake” 
Preus, the young governor of that peer- 
less state, Eliason is a child of the em- 
pire of the northwest. Out of that em- 


bring | 


graduate | 


” to Mr. Eliason, but | 
him that natural store of | 
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| pire, in his life work as a builder, he is 
bringing the best there is to the build- 
| ing of a great organization. 


x * * 
HIRTEEN years ago, the first of 
March last, Mr. Eliason organized 


the state agency of the Minnesota Mu- 
tual Life, giving him full control, which 
he still holds, of all the territory in the 
great commonwealth of Minnesota. 
Thirteen then is his talisman. As indi- 
cated earlier in this sketch, Mr. Eliason 
was a country banker. Always a stu- 
dent of economics, he early discovered 
that being the cashier of a prosperous 


| rural bank, while commendable from 
} the standpoint of remuneration and 
reasonable prominence, there was 


| greater achievement and certainly a 
wider scope as a life work in becoming 
| the chieftain of a general agency for 
y ‘the little giant” of the northwest. 
Bringing to this problem, for in every 
| state agency the problem maintains as 
| to organization methods, and building 
| upon the organization, Mr. Eliason 
| sought the practical common sense 
| equation of adapting this building to 
| the “fighting machine element.” The 


spirit pervading his organization from 
| 


its inception to the present hour carries 
that same spirit of achievement that 
swept through the Argonne and 
smashed its way to victory in Flanders 
Fields. 
* * * 

GENERAL may and as a rule 

has demonstrated his ability as a 
fighter in the ranks, but his vital value 
in the council. Never a large pro- 
ducer, Mr. Eliason early demonstrated 
his rare ability as an organizer, which 
involves the equally valuable asset of 
the personal element in the training of 
men. There is a fixed method, subject 


is 





| of course to modification in emergency, 


in Eliason’s development and training 
of the forces associated with him. Run- 
ning through this method, flexible yet 
hewing true to lime, is that golden 
thread of inner sympathetic quality of 
man to man appreciation. But, pre- 
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INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 
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CONSERVATIVE 


The Growth of Oak—The Solidity of Granite 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 





BPODODCODUDOCDOD00G 


O 
s 
iC) 
2 
is) 
. 
O 
2 
. 
ia! 
O 
0 
2 
= 
s 
s 
® 
0 
0 
2 
a 

















~*~ 

















May +, 


1922 


dominating in the man’s nature comes 


first that absolutely fairest element of 
demanding the priceless toll of loyalty, 
in which is encompassed all that can 
be reckoned of high service, integrity 
and worthy achievement. : 
* 7 — 

FoR this demand, Mr. Eliason makes 

return and it is a wide return. It 
is the repayment to faithful associates 
of all the genius and of the tireless 
energy of a man so fitted to practical 


training for leadership. To this end 
he has made the cultivation of his 
marvellous field a hobby and the in- 


tensive development of the individual 
agent, rather than covering a large ter- 
ritory with a big turnover in men. So 
that up to three years ago when Min- 
nesota represented practically a rural 
agency, it has developed not only into a 
great rural agency, fortified at leading 
centers with fighting heads supervising 
fighting machines, but has developed in 
the larger cities organizations that are 
compact and practical and productive, 
measuring the wide scope of the growth 


of the business and the territory en- 
compassing it. 
- o * 
OLLOWING this thought closely, 


we find that Mr. Eliason has a very 
thorough organization, minute as to de- 
tails and fortified with every practical 
equipment for steady and lasting pro- 
duction. His assistant manager, metro- 
politan managers, field supervisors and 
district managers have been carefully 
chosen, practically all of them from the 
ranks. Mr. Eliason does not draw his 
agency matcrial from the ranks of other 
companies. He is practically a prophet 
and a pioneer in building men into fight- 
ing machines from avocations other 
than that of life insurance, so that his 
men are Eliason men, loyal to the core, 
and equipped for high service in that 
special creed of individuality. 

Little wonder then that Mr. Eliason 
secures results. There is a_ trained 
philosophy in these results that come 
naturally from an organization devoted 
to its chief and his ideas. While there 
is nothing “wholly different” under the 
sun, we have got to admit that there is, 
in reality, a very wide and marked dif- 


ference in the Eliason state agency 
methods and organized accomplish- 
ments. In other words, the conditions 


which a general agent has to meet in 
building a large organization in terri- 
tory such as Mr. Eliason’s are different 
from territories where the population is 
more dense, or the community more 
firmly established, and one of the chief 
reasons for Mr. Eliason’s success is 
that he is able to analyze these con- 


ditions and to adopt methods which 
have brought continued success 

* * * 
N studying Mr. Eliason’s agency 


methods, three different ideas adopted 
by him impress me as they have others 
as being particularly individualistic, and 
as showing his resourcefulness in meet- 
ing conditions. 

His mortgage protection plan, upon 
which millions of business have been 
written, and is continually being written, 
is most interesting. Mr. Eliason real- 
ized the fact that every man with a 
mortgage on his farm, and there are 
many of them in Minnesota, was a 
splendid prospect for life insurance. 
He didn’t trust to haphazard methods in 
presenting the proposition to the Min- 
mortgagors but obtained lists 
of the mortgages in force in every 
community where he operating, 
placing them on cards with such neces- 
sary information as would be of use 
to the agent and definitely assigning 
the cards to the agent in the district, 
obliging him to report on same. 

He adapted the idea of monthly in- 
come insurance to the special use of 
the small salaried man who could not 
provide a sufficient monthly income for 
life for his beneficiary by having his 
company get out a special salary con- 
tinuance policy which provides a salary 


nesota 


was 


for sixty months after the insured’s 
death, with the idea that upon the 
death of the provider that the family | 





LIFE 


could have his salary continued during 
a period of sixty months, which would 
cover the financial readjustment period 
and be of a much greater service than 
if coming in one lump sum. 


HE most recent plan adopted by 
Mr. Eliason in agency building, 
along highly practical lines, seems to 
me the most singularly individualistic 


in sizing un conditions and taking ad- 
vantage of the opportunities offered. 
When all companies felt the loss of 
business, especially noticeable in agri- 
cultural communities such as are found 
in the middle west, following the vast 
productions of previous years, Mr. 
Eliason realized two factors inevitably 
presenting themselves for solution, viz.: 
the injecting into his agency organiza- 
tion an added morale following this re- 
flex condition and the same time giving 
high service to a public which was un- 
able to provide life insurance by making 
full annual payment. 

The result was a carefully worked 
out plan for selling imsurance upon 
monthly payments deposited in banks, 


which enabled his agency force to not | 


only continue their normal business but 
to greatly increase it, and enabled them 


to offer a service to the public which | 
insurance payable on the annual prem- | 
ium plan in advance did not provide. | 








Insurance Co. 


HERBERT M. WOOLLEN 


INSURANCE 


EDITION 


He combined the idea of protection 
with that of thrift and sys- 
tematic savings. His insurance savings 
plan has been commented on favorably 
in all parts of the country, and differs 
largely from the insured savings 
plans in general use about which there 
much discussion and not a 


economy, 


has bee n so 


little criticism during the past months. 
NDER his plan the business is all 
sold through his regularly ap- 
pointed full time agency force, the 


banks having no connection whatsoever 
with the advertising or sale of life in- 
surance All forms of standard policies 
are sold by his agents on a plan that 
will enable the insured to provide for 
the payment of his life insurance prem- 
iums by monthly savings placed in any 
bank of his choice, the bank merely 


acting as a depositary for such savings | 


and accepting an order from its de- 
positor to pay over a definite amount 
to the life insurance company upon the 
presentation of official premium receipt. 
Mr. Eliason has special copyrighted 
forms for use by the banks in their 
pass books and for handling this busi- 


ness in their savings department, and 


the savings account so established pri- 
marily as an insurance savings account 
may 


be augmented from time to time 
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INDIANAPOLIS, IND. 
1899 


Established 


PRESIDENT 


by other savings which would come 


under the regular rules and regulations 
of the bank’s saving department, and 
would not differ from any other sav- 
ings account, thus promoting thrift and 
systematic savings as well as providing 
tor the payment of insurance premiums, 
which are, of course, identical. Mr. 
Eliason’s plan as carried out by his 
really an evolution in life in- 
salesmanship, and goes a long 
way in solving the problem of provid- 
ing msurance by monthly payments, 
which has so long been considered by 
our leading life companies. 

In the practical working out of his 
plan, Mr. Eliason has not deviated from 
the generally accepted correct methods 
in life insurance salesmanship, and is, 
we believe, rendering a real service not 
only to the life insurance profession but 
to the public in its inauguration. 


agency 1s 


surance 


* * > 


methods 
the 


HE practical 


adopted by 
Mr. Eliason in 


conduct of his 


| agency run true to form in the training 


AMERICAN 
CENTRAL 


of his agency forces, individually and 
collectively, from the inception of their 
entering the work This is compre- 
hended in office instructions in the way 
of a school, comprising twelve lectures, 
running over a period of four weeks, 
(CONTINUED ON PAGE 21) 
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Need High Order of Salesmanship 


Lire insurance salesmen who are 
successfully writing business at this 
time do not hesitate to declare that the 
highest order of salesmanship be em- 
ployed or little will be accomplished. 
In the first place life men must learn 
to discriminate among people and to be 
able to search out those lines of busi- 
that are profitable. It is from 
that prospects come. Too 
much attention cannot be paid to get- 
ting at prospects that have money to 
pay for the insurance. There are large 
numbers of men who under other con- 
ditions would be glad to have insurance, 
actually have not the money 
The higher salaried men 


ness 


this source 


but they 
to pay for it. 


are in a particularly fortunate position 
today. There are some lines that in 
spite of hard times are enjoying a pros- 


perous season, 

The activity in-the stock market, the 
sales of high grade securities and 
with which new bond issues 
are disposed of are convincing proof 
that there is plenty of money for in- 
vestment. The fact that attractive se- 
curities can be gotten at a low price 
cr high rate of interest has diverted 
much money to the investment brokers 
offices. This accounts no doubt in part 
for the lassitude in life insurance sell- 
experimenting more 
stock market or are 
time 


large 


the ease 


ing People are 
than usual in the 
buying stocks or bonds for long 
investment. 

It is up to the life 
convince the man who has the 


insurance sales- 


money that he needs life insurance just 
as much today as at any time and that 
while it is commendable to make in- 
vestments he should first map out a 
financial program that will give him a 
strong ballast on which to build, Life 
insurance is the one sure foundation. 
When a man has adequate life insur- 
ance that will protect himself and his 
family against all contingencies, he can 
then afford to dabble in the investment 
market. He should, however, have 
sufficient life insurance to insure his 
investments, so to speak, 

He should recognize the fact that his 
first responsibility is to his dependents. 
He’can not make his dependents abso- 
investments because the 
individual is restricted in the amount 
and scope of his investment. The big 
job before the life insurance salesman 
today is to convince a man that life in- 
surance can do for him much more 
than he can do for himself in the way 
of selecting investments. Most men 
can only look at tangible results. They 
see their money earning 6 percent, 7 
percent, or more. They try to apply 
the same principle to life insurance. 
They seemingly want to be convinced 
that they should get just as much out 
of their life insurance investment. The 
life insurance man therefore, has his 
job cut out for him. His purpose 
should be to illustrate to any man the 
function of life insurance in his financial 
business program. When this can be 
insurance can be sold. 


lutely safe by 


done life 


A Conspicuous Achievement 


One of the conspicuous achievements 
of life insurance in 
been the development of the group plan. 
The idea was born outside the business, 
but it was adopted, nurtured and grown 
into a lusty young strapper by men who 
dangers and 


recent years has 


insurance, saw 
them, saw opportunities and 


knew 
avoided 
grasped them 
The evils that so frequently grow up 
like the 
spring 


with a new line of insurance, 
weeds that grow up with the 
flowers, have been kept down very well. 
Unsound underwriting threatened in the 
early years. Liftle, if any, is done 
nowadays. 

Then came the threat of excessive 
cost. But that pitfall was averted. The 
acquisition and administration cost of 
group insurance today is less than that 
of workmen’s compensation insurance, 
in spite of the fact that compensation 
is compulsory by statute in nearly every 
sale of the group idea 


state, while the 


to employer requires real salesmanship. 


Occasionally it is charged that group 
departments in one or two companies 
exert an undue influence cn the invest- 
ment programs, but the situation is a 
long, long way from being fraught with 
danger. 

It was feared that group 
would interfere with the production of 
individual insurance. On the contrary, 


insurance 


it has apparently been a stimulant. The 
agent usually follows up his group sale 
with business life insurance, individual 
policies on executives and the better 
class of employes, and not infrequently 
quantity production of individual poli- 
rank and file. 
today is 


cies among the 
Group insurance about as 
free from abuses as any line of business 
could be. 
WHEN you get to the end of the rope, 
don’t forget to tie a knot and hang on. 
WHEN you sing a “solo” don’t imagine 


that you are the whole chorus. 








| PERSONAL GLIMPSES OF LIFE UNDERWRITERS 





The recent dedication of the new 
home oftice building of the San Jacinto 
Life was an auspicious occasion in the 
city of Beaumont, Tex. The ceremony 
took place on the anniversary day of 
the Battle of San Jacinto and formed 
1 part of the full day’s program. Gov- 
ernor W. P. Hobby and Mayor B. A. 
Steinhagen were on the platform and 
were the speakers of the day. Gov- 
ernor Hobby made an address, telling 
of the growth of life insurance and of 
the San Jacinto Life and praising the 
new 12-story building, which is the first 
skyscraper in the city. President H. M. 
Hargrove gave the dedicatory address 
and a bronze tablet was unveiled at that 
time. An additional feature on the pro- 
gram was the presence of Amelita 
Galli-Curci, the famous opera singer. 
The company expects to occupy the 
new building before Sept. 1. 


Alexander T. Maclean, assistant actu- 
ary of the Massachusetts Mutual Life, 
has been appointed associate actuary. 
He is regarded as one of the able actu- 
aries of the country. Harry H. Pierce, 
a member of the actuarial department, 
was elected to succeed Mr. Maclean as 
assistant secretary. 


The agents of the National Life, 
UL. S. A., are putting forth extra efforts 
in May in_honor of Presideng A. M. 
Johnson, This has been an annual cus- 
tom for some years. President John- 
son is well known to the agency force 


and is highly regarded by every man 
carrying the rate book, 
senjamin F. Webb of Chicago, father 


of Walter E. ‘Webb, pete ot 
agents of the National Life, U. S. 
and Benjamin F. Webb, Jr., with W. 
Alexander & Co. of Chicago, died te 
week at his home «in Chicago. Mr. 
Webb was 67 years of age. 


Frank H. Davis, vice-president of the 
Equitable Life of New York, was in 
San Francisco last week on a nation- 
wide tour of inspection of the com- 
pany’s agencies. Mr. Davis stated that 
he was impressed by the prosperity of 
the state of California, saying that the 
people of the state appear to be con- 
fident of the future and did not indi- 
cate any of the worry which he found 
in other sections of the country. He 
said: “After all, 50 percent of the ab- 
normal conditions have been due to 
a attitude and the mental attitude 
of California business men is beginning 
to be felt throughout the entire United 
States. The general tone of business is 
rapidly improving and even the coal 
strike is causing very little business 
depression.” He praised the accom- 
plishments of the company’s agencies 
in San Francisco and Oakland, stating 
that in no place in the country is the 
company better pleased with the vol- 
ume of business than in these cities. 


John M. Holcombe, 
Phoenix Mutual Life, 


president of the 
is reported to be 


much improved at the Hartford Hos- 
pital, where he recently underwent a 
serious operation. John M. Holcombe, 


Jr., who is now manager of the newly 
formed Life Insurance Sales Research 
Bureau, with headquarters at  Pitts- 
burgh, makes flying trips to Hartford 
occasionally, and lately has been going 
there more frequently, owing to the 
serious illness of his father. 


Mrs. May M. Patton, 
sentative at Newport News, Va., for the 
Life Insurance Company of Virginia, 
enjoys the distinction of being the first 
woman to offer for a seat in the city 
council of that hustling shipbuilding 
municipality. She flung her bonnet into 
the ring, so to speak, 


special repre- | 
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now she is in the thick of the running 
with the odds heavily in favor of her 
going over the top. Mrs. Patton has 
been a member of the Life of Virginia’s 
$100,000 Club for five years and bids 
fair to continue a member indefinitely. 
She has been with the company for 
nine years. Recently she took a course 


at Carnegie Tech, graduating with 
high honors. 
The KE. A. Woods agency of the 


Equitable Life of New York at Pitts- 
burgh is mourning the loss of one of 
its most honored members, J. S. Mc- 
Cargar, general agent at Bellefonte, 
who died Sunday at the age of 69. He 
joined the Woods agency in 1889 and 
was a charter member of the five-year 
corps of the Veteran Legion of the 
Woods. He became a member of the 
10-year corps in 1910, the 15-year corps 
in 1914 and recently finished 20 years 


of continuous service with the Woods 
agency. 
'n that 20 years service Mr. McCar- 


gar insured 1,358 lives for more than 
$2,350,000, with deposits of $91,000. He 
became a member of the Tarbell Club 
in 1912 and appeared six times since. 
He qualified for the Eastern Century 
Club in 1913 and every year since. He 
attended the golden anniversary con- 
vention in 1909 and qualified as a jubi- 
lee hustler. 


Miss Alice Lakey, publisher of “In- 
surance” otf New York, will speak at 
the annual meeting of the New Jersey 
State Federation of Women’s Clubs at 
Atlantic City May 3-6 and also at the 
biennial meeting of the General Fed 
eration at Chautauqua, N. Y., June 24 
on the subject, “What Insurance Can 
Do for Your Child and for You.” 

Albert E. Mielenz, manager of the 
Milwaukee branch of the Aetna Life. 
was paid a tribute by both sales and 
office forces on the occasion of his 
birthday anniversary Monday. He was 
presented with a cut glass desk set by 
the staffs as a token of esteem and on 
the occasion of passing another mile- 
stone. Field men of the Aetna gave Mr. 
Mielenz special recognition by sending 
in an unusually large volume of busi- 
ness. Mr. Mielenz has been connected 
with the Aetna in Milwaukee for 35 
years and is one of the pioneer life un- 
derwriters of Wisconsin. 

Gaylord Davidson, executive general 
agent of the Shenandoah Life of Roan- 
oke, Va., took a prominent part in re- 
storing the Confederate flag.of the 11th 
Tennessee Infantry, captured by the 


108th Illinois during the Civil War 
Representatives of the former Confed- 
erate organization and of the state of 


Tennessee gathered in W ashington, D 
C., last week and in the office of Sena- 
tor McKinley of Illinois, the imposing 
ceremonies took place. Mr. Davidson 
initiated the idea of restoring all the 
battle flags captured during the war to 
the proper Confederate organizations 
The battle flag of the Tennessee regi- 
ment has been in the possession of Mrs 
Mary F. Hamilton of Quincy, IIl., 
widow of the colonel whose men made 
the capture. The flag was received by 
Wade H. Cooper, the Washington 
hanker, who is colonel on the staff of 
Governor Taylor of Tennessee. Mr. 
Davidson made the presentation speech 
to which Mr. Cooper responded 


Hasold Dyrenforth, manager of the 
department of Moore. 
Case. Lyman & Hubbard of Chicago, 
has resigned that position and will be- 
come a general insurance broker in the 
office, devoting all his time to all kinds 
of insurance. Mr. Dyrenforth desires 
to be a free lance in getting business. 
3efore going with his present firm he 
was general agent of the Illinois Life 


last week, and jn Chicago. 
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INSURABILITY AND THE 
POLICY REINSTATEMENT 


Address by Allan E. BroSmith at 
St. Louis Convention 
Covers This 


CLASSED AS NEW CONTRACT 


Says Companies Should Have Right 
to Accept or Reject on Same 
Basis as at First 


ST. LOUIS, MO., May 3.—The sub- 
ject “What is Satisfactory Evidence of 
Insurability Under an Application to 
Reinstate a Life Insurance Policy?” was 
Allan E, 


torney for the 


discussed by BroSmith, at- 


Travelers, before the 
semi-annual convention of the Associa- 
tion of Life Insurance Counsel, in ses- 
sion in this city this week. Mr. Bro- 
Smith treated thoroughly the history of 
the cases on this subject, concluding 
that upon reinstatement the contract is 
a new one and not a continuation of 
the original, except as to terms, and as 
such is subject to a company considera- 
tion ot occupational, travel and moral 
hazard. Mr. BroSmith said, in part: 


One Direct Case 


“In 1917 the Supreme Court of On- 
tario had before it for determination in 
the case of Sussex vs. Aetna Life, the 
meaning of the word ‘insurability’ as 
used in a policy of life insurance. The 
policy contained in substance a_ pro- 
vision that within five years after a de- 
fault in the payment of a premium it 
might be reinstated upon evidence of 
insurability satisfactory to the com- 
pany and payment of arrears of premi- 
ums with interest, plus any indebtedness 
to the company existing at the time of 
default. The insured permitted the 
policy to lapse in 1916 and in the same 
vear furnished to the insurer proof that 
he was in good health and tendered the 
arrears of premiums with interest. The 
company declined to reinstate the con- 
tract because the insured, after the 
policy had lapsed, had joined the mili- 
tary forces of the Dominion in time of 
war. It was the conclusion of this court 
that the clause in question was sus- 
ceptible of but one interpretation, 
namely, that the insured was only re- 
quired to pay the past due premiums 
with interest and furnish proof that at 
the time of the application for reinstate- 
ment he was in good health. 


Requires “Plain” Meaning 


“The Supreme Court of Texas in 
1920 in the case of Missouri State Life 
vs. Hearne was called upon to pass 
upon the same question and adopted 
the same ruling, citing the Sussex case 
as its only precedent. The Texas court 
in the Hearne case, however, appre- 
hended that the word ‘insurability’ was 
susceptible of a broader interpretation 

the following paragraph in the opin- 
ion indicates: 

“‘It may be that the word “insur- 
ability” as applied to life insurance as 
understood by insurance companies has 

meaning more comprehensive than 
that of good health and an insurable in- 
terest, but such is not its ordinary and 
plain meaning and the popular sense 
in which it is understood, and when used 
in an insurance contract it must be 
given its plain and ordinary meaning.’ 

Defines Reinstatement Terms 

“In New York Life vs. Adams, the 
policy contained the usual standard pro- 
vision for reinstatement as a matter of 
right at any time within five years from 
date of lapse. In the application for 
reinstatement the company undertook to 


change a representation into a warranty, 
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but the court heid that this was beyond 
the power of the insurance company 
and that it had no right to enlarge the 
terms or conditions upon which the ir- 
surance could be reinstated. 

“In Edington vs. Michigan Mutual 
Life, after a policy of life insurance had 
lapsed and before reinstatement, a law 
enacted in Tennessee which 


was per- 
mitted a grace period within which 
premiums could be paid. The court 


held that the reinstatement was a new 
contract and that the statutory pro- 
vision for grace in the payment of 
premiums applied because such statute 
was enacted before the application for 
reinstatement. 

“In the notable case of Monahan vs. 
Fidelity Trust it was held that the in- 
contestable provision in the policy be- 
fore the court dated not from the time 
of the reinstatement of the insurance 
but from the date of the issue of the 
contract which had been reinstated. 


Classed as New Contract 


“In McCormack vs. Security Mutual 
Life where the policy contained the 
usual incontestable clause, the Court of 
Appeals of New York said with regard 
to a policy which had been in force for 
several years before the date of lapse, 
‘There is authority for the proposition 
that a reinstated policy is to be viewed 
as a new contract, and that it is incon- 
testable for fraud or breach of war- 
ranty in the application for reinstate- 
ment after it has been in force as 
reinstated for a year.’ 

“Apparently Georgia limits the rule 
indicated in the cases last cited, for in 
Massachusetts Benefit Life Association 
vs. Robinson a courc held that while a 
reinstatement makes a new contract, 
the old contract is looked to for the 
terms, conditions and stipulations of the 
new contract. 

Company's Limitations 


“Obviously, if a contract makes no 
provision for reinstatement, the consent 
on the part of the company to revital- 
ize the contract constitutes a new agree- 
ment, and in such cases the company 
will be justified in imposing such condi- 
tions as are not offensive to public pol- 
icy. Consequently, in the reinstatement 
of such contracts, the company would 
be justified in demanding whatever evi- 
dence of insurability it may reasonably 
require. On the other hand, if the pol- 
icy does contain the usual reinstatement 
provision, the insurer may go further 
than to require as evidence of insura- 
bility satisfactory to the company 
simply evidence that the insured is 
physically fit. Naturally the company 
cannot by mere caprice decline to re- 
instate if the insured has made a fair 
compliance with this condition of re- 
instatement, nor decline to reinstate for 
some arbitrary and unjustifiable reason 


Is a Reapplication 


“Notwithstanding the decisions in the 
Sussex and Hearne cases, it is a fair 
and just contention that upon an ap- 
plication for the reinstatement of a 
lapsed contract, the company may insist 
that factors which affect the insurabil- 
ity, other than mere physical condition, 
are to be considered and that if the 1n- 
sured cannot meet the requirements 
which he would have had to meet upon 
an original application itor insurance, 
barring the increase in age, of course, 
the company may properly decline to 
reinstate. Concededly the applicant for 
insurance in the first instance must es- 
tablish to the satisfaction of any com- 
pany more than the mere fact of phys- 
ical soundness. The occupational 
hazard, residence within prohibited ter- 
ritories and moral hazards are involved. 
These same hazards are fairly subject to 
consideration under an application for 
reinstatement. If a company may de- 
termine these questions upon the 
original application for insurance, by 
what of reasoning can it be 
deprived of a like opportunity upon an 
application for reinstatement?” 


process 


Vice President John A. Stevenson of 
the Equitable Life of New York was in 
Pittsburgh Friday to discuss agency 
plans and educational supervision 














CO-OPERATION No. 28 


study made in the latter 

part of 1921 reveals the 
fact that the average pre- 
miums of our trained men 
during their first twelve 
months with the company 
are 20 per cent higher than 
the average premiums of the 
untrained men. 


This is a striking example of 
what is being accomplished 
by our plans for develop- 
ment of and co-operation 
with our field force. 


Phoenix Mutual Life Insurance ‘Company 


of Hartford, Conn. 


JOHN M. HOLCOMBE, President 
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This Improved Trust Plan 
Will Help You Sell Policies 


The Union Trust Company of Chicago, in co-oper- 
ation with leading actuaries and insurance counsel- 
lors, has developed‘an Insurance Trust Plan that: 


1. Adds 100% to 300°; to the insured’s 
Family Estate. 


2. Produces the largest ultimate Estate 
consistent with continuous pro- 
tection. 


3. Secures a well-recognized advantage 
in connection with U. S. Income and 
Inheritance Taxes. 


So great has been the interest among leading 
insurance men, and so effective has this plan been 
in stimulating results for them, that we believe 
every insurance representative will wish to give it 
close study. 


Graphics and figures bearing upon the plan, to- 
gether with consumer literature, may be had on 


request. 


UNION TRUST COMPANY 


Madison and Dearborn Sts., Chicago 
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Now’s the time to develop 
your full speed! 


“Now is the time’”’ won Napoleon the throne of 
France. “Go slow—tomorrow will do,”’ cost 
the great Robespierre the same mighty seat and 
his life. 

Mirabeau, Murat, Danton had all had their day and 
Robespierre, himself, was slipping. His friends were 
legion and they urged decisive action. “My speech 
before the Directory tomorrow will clear the atmos- 
phere,”’ said the tyrant of the guillotine, and he 


} made his oration and was arrested. His Jacobin 
associates sent a message that they were ready to 
| rally to his side and rescue him that night in 1794, 


when the women of the Market, who had led the 
““Bread”’ hosts to Versailles but a year or so before, 
were clamoring for his head. ‘‘Go slow—tomorrow 
will do,’’ was Robespierre’s reply, and on the mor- 
row he was lifted into the tumbril and paraded to 
the block to die. 


Five years afterward Napoleon, flushed with his 
victories in Italy, and tired of the apparent absence 
of triumph at home, turned to Talleyrand and said, 
“France does not know—I’ll return. Now is the 
time,’’ and he moved his armies back again over the 
Alps. At 2 P. M. on that memorable November 
afternoon in 1799 the Great General entered the 
French Directory chamber, the same chamber in 
which Robespierre had procrastinated with a speech 
of conciliation. 


“Traitors” ‘“‘Assassins,’’ he cried, and a hundred 
knives were raised at him. “I shall return with speed,” 
he exclaimed, as he left the hall, and outside to Ney 
and Murat and Bernadotte—**Now is the time, bring 
on the Guard.”’ At 4 P. M. of that same afternoon 
he once more entered the Directory. ‘“‘Your work 
is through. My time has come,’’ he shouted, and 
the First Consul of France took the reins. 


And so it is all through life. Now is the time! 
Wasted minutes are fatal to success. Speed is the 
requisite if the laurel would enshroud your brow. 
Think what you can do with speed in an hour! Would 
it interest you to know that Prudential field men 
write more than 1100 policies every hour of every 
working day in the year, and that the Prudential pays 
100 claims every hour of every day? This gives you 
a slant on what can happen inanhour. How about 
yourself? Now is the time to speed up. Let’s go! 


The Prudential 


Insurance Company of America 
Incorporated under the laws of the State of New Jersey 
FORREST F. DRYDEN, President 
Home Office, Newark, New Jersey 


STRENETN oF * 
CHBRALTAR 
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Insurance Company 


OF IOWA 


Results of 1921 
Insurance in force ................... $286,934,616.49 
ETTORE SD $ 39,234,839.04 
Ratio of Actual to Expected Mortality......... 34.7% 
68%, of all business written since organization still in force. 


For information regarding Agencies 


Address:—Home Office: Des Moines 























PENN MUTUAL’S RALLY 
PROGRAM FOR CONVENTION 


Seventy-Fifth Anniversary of the Com- 
pany Will Be Celebrated By Gath- 
ering of Agen’; 


The Penn Mutual Life will hold its 
agency convention at the home office 
May 23-25. It will then celebrate the 
75th anniversary in an appropriate way. 
There will be about 450 general agents 
and field men present. The program is: 


TUESDAY, 1:45 O'CLOCK. 


Lincoln K. Passmore, Presiding. 

Address of Welcome, George K. John- 
son, President. 

Response, J. Edward Durham, 

“The Monthly Income Contract: Its 
Various Adaptations,” J. Elliott Hall. 

Discussion—J. Wm. Clegg, J. T. Tay- 
lor, C. I, Scott, F. M. Kinney, W. H. Wall. 

“Modern Medical Selection; Its Phases 
teviewed,” Dr. H. Toulmin. 

Discussion—H. S. Bagley, Bolling 








Sibley, J. N. McLean, L. I. Bristol. 
WEDNESDAY, 9 O'CLOCK 


Wm. H. Kingsley, Presiding 

“Recent Extensions of Life Insurance 
Service,” J. B. Gibb. 

Discussion—Paul H. Kremer, C. t 
Walker, R. L. Mishler, B. G. March, C. 
R. Easterday. 

“Organizing an Agency,” J. E. Murray. 

Discussion—C, C. Miller, J. B. Duryea, 
G. W. Diggs, Wade Fetzer, M. R. Miller. 


WEDNESDAY, 1:45 O’CLOCK 


John W. Hamer, Presiding. 

“The Psychology of a Sale,” J. B. Dur- 
yea, 
Discussion—E. R. Eckenrode, J. W. 
Godwin, C. J. Iredell, J. H. Jefferies, Guy 
EK. Paine, Wm. J. Amos. 

“Selection as Viewed by the Super- 
visor,” Harrison S. Gill. 

Discussion—H. M. Willet, C. F. Me- 
Cord, C. W. Johnson, Daniel Duffy, John 
Kk. Norman, 


THURSDAY, 9 O'OLOCK 


Henry C 

“Life Insurance 
F. H. Garrigues. 

Discussion—Geo. Benham, A. B. Chal- 
mers, E. G. Branch, C. M. March 

A Symposium by the Field—*“The 
Practical Side of Selling. How We Do 
it.” 


> 


Lippincott, Presiding 
Fortifies Business,” 


t 
Leaders Tell of their Experiences—L. 
M. Gillette, Thomas M. Scott, O. H. Shep- 
ard, Fred R. Wood, W. O. Cord, L. D. 
Dix, Herman H. Weil. 
THURSDAY, 2 O'CLOCK 
Field Exercises and Recreation 
Reception By Trustees and Officers, 
6:30 p. m. 
Banquet 7 o'clock, Bellevue-Stratford 
Hotel, George K. Johnson, presiding. 
The agency committee of the board 
in charge of the function consists of W. 
M. Coates, chairman; John Bancroft, 
Edward F. Henson, J. Howell Cum- 
mings, Samuel B. Stinson, S. Pemberton 
Hutchinson and Benjamin Rush. 


Life Men Aid Community Drive 

Captained by Thomas P. Reynolds, 
Virginia manager for the Prudential, a 
team of life underwriters of Richmond, 
Va., acquitted themselves exceptionally 
well in a drive launched last week by 
the Community Recreation Association 
of that city for funds to provide greater 
playground facilities this year. Others 
on the team were W. Bright Anderson 
and R. E, L. Smith, State Mutual: C. 
M. Rankin, Prudential; John B. Lips- 
comb and Horace F. Sharpe, Atlantic 
Life; George Bryson, Sun Life. Angus 
O. Swink, Virginia manager for the At- 
lantic Life, is a director of the Com- 
munity Recreation Association and one 








of the moving spirits in the organiza- 
tion 


West Coast Portland Meeting 


Charles W. Helser and Gordon 
Thomson, vice-presidents of the West 
Coast Life, will attend the first annual 
convention of the leading producers of 
the northern department of the com- 
pany at Portland this month. In antic- 
ipation of their visit the West Coast 
field organization has staged a “Helser- 
Thomson Month” campaign with a 





record breaking result. 
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FEDERAL LIFE’S REPORT 


EXCELLENT SHOWING FOUND 


Examination Made by the State Insur- 
ance Departments Illinois, Indiana, 


Michigan and Minnesota 
| heed 


The Illinois, Indiana, Michigan and 
Minnesota departments have filed the 
report of their examination of the Fed- 
eral Life of Chicago. This was an 
Insurance Commissioners Convention 
examination and, hence, was very thor- 
ough. The examiners rated the com- 
pany fore and aft and went through 
its books from stem to gudgeon. The 
outcome of the probe therefore, is very 
gratifying to President Isaac Miller 
Hamilton and his associates who are 
responsible for the growth and develop- 
ment of the company. The examiners 
found very little, if anything, to criti- 
cize. They made a few suggestions 
along minor lines. In the larger aspects 
the company is most highly commended 
and its showing is gratifying. 

Financial Statement 

The examination covered 1918, 1919, 
1920 and 1921. 

The assets as of December 31, last, 
were found to be $5,601,544 as com- 
pared with $4,176,288 four years pre- 
vious. The mortgage loans com- 
prise $2,834,532 of the assets. The Fed- 
eral has prided itself particularly on 
the character of its securities. -Of the 
mortgage loans $1,280,298 are in Texas 
and $789,325 in Oklahoma. The legal 
reserve is $4,553,016. The Federal’s 
capital is $300,000 and its net surplus 
$88,005. The net surplus shows a de- 
crease of about $5,000 compared with 
four years ago, due largely to influenza 
losses amounting to $183,000 which 
were paid out in 1918-1919 and the vol- 
untary contingency reserve of $25,000 
put up last year to take care of any 
unusual drain on its surplus in the fu- 
ture. Its premium income from the 
life department last year was $1,285,943, 
and from the accident department 
$697,555. The total income was $2,344,- 
893. The Federal wrote in new busi- 
ness last year $10,751,394 and revived 
$1,151,734. It had in force Dec. 31, 
$46,706,136 as compared with $25,101,- 
635 at the beginning of 1918 

Federal Life’s Building 


Examiners say that the value of the 
Federal Life home office building at 
i68 North Michigan avenue, Chicago, 
has increased greatly since 1917, al- 
though no credit is taken for this 
increased valuation in the annual state- 
ment. This is a 12-story office building 
that President Hamilton had the fore- 
sight to engineer some years ago. His 
judgment was questioned by some out- 
siders at that time, but the widening 
of Michigan boulevard has caused prop- 
erty values in that district to enhance 
greatly. The Federal charges up an 
annual rental against itself in this build- 
ing. It carries the building in its state- 
ment at a value of $523,000, although 
it could be sold at greatly in excess of 
this sum. This is the value that the 
company fixed in 1917. The net returns 
from the property have more than 
doubled in the last four years 

Contingency Reserve 

The examiners commend the com- 
pany for having set up $25,000 contin- 
gency reserve. The report says, “Al- 


| though there is in our opinion no legal 


requirement for such liability we be- 
lieve that it is commendable for the 
company to provide for the unusual 
drains on its surplus in the future by 
this contingent reserve.” 

Special investigation was made of the 
mortgage loans. Expert appraisers 
were delegated to visit the properties 
and check them. They found that 
everything was in tip-top shape and the 
interests of the company were carefully 
safeguarded. The Federal has not lost 
a dollar on its mortgage loans and has 
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had to foreclose in less than a dozen 
cases during its 22 years of existence. 
The company’s own inspectors investi- 
gate every mortgage loan made. This 
practice is commended highly by the 
examiners. The report says, “The com- 
pany is making strong financial prog- 
ress. The excess influenza claim losses 
suffered by the company, totaling 
$183,000, for a time diminished the 
amount of dividends the policyholders 
paid or apportioned, but the amount of 
such dividends has steadily increased 
since 1919. There have also been a 
total! of $36,000 paid to stockholders 
since 1919 and a special reserve fund, 
taken down at the time of the influenza 
epidemic, has been replaced in the form 
of a contingency reserve fund of 
$25,000.” 
Pays Claims Promptly 

The examiners made a careful check 
ot the company’s claims filed and 
reached this conclusion: “In our opin- 
ion the company pays its death claims 
promptly and with due regard to the 
provisions of the policy.” Speaking of 
the agency force, the report says that 
the company, “has a well established 
agency organization capable of produc- 
ing a good volume of life, accident and 
health business. Its contracts with its 
agents appear to safely protect the 
interests of the policyholders and the 
company.” 

The Federal Life is now operating in 
21 states. It writes life, accident and 
health insurance. The accident and 
health income is now about one-third 
of the total premium income. It is par- 
ticularly gratifying to President Hamil- 
ton to find the casualty department in 
such good order. He has been at the 
head of the company continuously since 
it was organized and has piloted it 
over many rough places until he finds 
his institution well intrenched. 

In 1918 the Federal Life claim ratio 
on accident and health insurance was 

percent; in 1919, 43 percent; in 
1920, 48 percent, and in 1921, 48 per- 
cent. 

Would Merge Negro Societies 

3eneficial insurance societies for ne- 
groes throughout Pennsylvania will be 
merged into one state beneficial mutual 
issociation, if plans of Commissioner 
Donaldson succeed. Some of these organ- 
izations have been petitioning the insur- 
ance department for help in meeting 
their problems. 








The Psychology of 
Selling Life 


Insurance 
By E. K. Strong, Jr. 


Carnegie School of Life Insurance 
Salesmanship 


Edward A. Wood sets the seal of 
his approval on this soundest of 
psychological studies in underwrit- 
ing, when he says, “‘One of the great- 
est services the staff of the Carnegie 
School has contributed to the entire 
group of Life Insurance salesmen, 
is the series of books that is now 
coming out through Harper's.” 

If you are not already the owner 
of this strong link in the series, use 
the coupon, and receive your copy 
by return mail. 


Harper & Brothers, 

Franklin Square, New York 
Send me a copy of The Psychology 
of Selling Life Insurance, by E. K. 
Strong, for which I am sending you 
four dollars and ten cents. ($4.10 


Harper & Brothers 


Established 1817 
NEW YORK 
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Full Measure 


No better evidence of the liberal attitude of The 
Lincoln National Life Insurance Company towards its 
- policyholders can be given than the recent announce- 
ment that beneficiaries will share in the excess interest 
earnings of the Company, on funds left with the Com- 
pany in trust or payable in installments, and that the 
allowance at this time brings the interest returns to 


This applies to beneficiaries under non-participating 
policies as well as participating. 


On monthly income policies the beneficiary begins to 
share in the excess interest earnings with the second 
monthly payment, and does not have to wait until the 
second year to gain this added benefit. 


You can assure your prospects that their Company is 
for them all the way when you 
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The Lincoln National Life 
Insurance Company 


‘‘Its Name Indicates Its Character’’ 
Lincoln Life Building, Fort Wayne, Indiana 


Now More Than $205,000,000 in Force 
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Having recently entered 
Indiana 


THE FRANKLIN 


Lite Insurance Company 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 

=<. 
Contract direct with the 
Company. 

oulftion 
Over $125,000,000 of in- 
surance in force. 

- = 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-oper- 
ation between the Company and the Agency Staff. 
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Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Sprinéfield, Ill. 








MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


INCORPORATED IN 1851 SPRINGFIELD, MASSACHUSETTS 


A company which throughout the seventy years 
of its history has ever enjoyed—because of its 
square dealing toward all and its long record of 
low net cost—the good will of its policyholders, 
the confidence and esteem of the insuring public, 
and the loyalty of its representatives. 


JOSEPH C. BEHAN, Superintendent of Agencies 














More Than 1’4 Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: . 


Jan. 1,1911 Jan. 1, 1916 





Jan. 1, 1922 


Assets $ 5,614,764 $10,279,663 $ 28,295,931 
Policies in Force 371,106 613,615 1,294,394 
Insurance in Force 49,245,028 89,596,833 265,197,626 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 














BOOSTS INCOME POLICY 
IT SAFEGUARDS BENEFICIARIES 


Official of St. Louis Better Business 
Bureau Tells of Danger From Bad 
Investments 


ST. LOUIS, MO., May 2.—A strong 
argument for the income policy, as 
against the lump sum payment in life 
insurance, was made by E, J. Brennan, 
chairman of the Better Business Bu- 
reau of St. Louis, in an address before 
the St. Louis agency of the Missouri 
State Life at its meeting Saturday. The 
organization with which he is connected 
has been waging a vigorous campaign 
against speculative ande fake invest- 
ments. In his address he pointed out 
the danger that beneficiaries under life 
policies may lose the proceeds of their 
policies through such investments, and 
the necessity for life insurance doing 
its part to prevent losses in that way, 
through educating the public in the 
fundamentals of investment, as well as 
by pushing policy forms which offer 
greater safeguards in that respect. He 
said in part: 

“The first consideration in the pur- 
chase of nearly all life insurance is to 
furnish protection to dependents when 
the bread-winner has been taken away. 
That is why it is bought. That is the 
fundamental inducement held out by the 
salesman. But does it always protect? 
When the husband and father is safely 
laid away in his earthly and final rest- 
ing place, does the money he provided 
to take the place of his earnings always 
accomplish the end he had in mind? 
Does it always continue to stand as a 
bulwark between the loved ones left 
behind and the grim realities of every- 
day life. Does it provide food, clothing 
and shelter for the bereaved wife and 
children? Does it serve to educate or- 
phaned children and equip them prop- 
erly for gainful toil when they must 
make their own way in the world? 

“There are no definite statistics to 
tell us whether it does or not but the 
sad, heart-rending experiences of those 
who come in contact with widows and 
orphans lead to the belief a great part 
of the life insurance money that is paid 
in a lump sum finds its way into the 
pockets of men and women who with 
alluring and enticing offerings of easily- 
acquired wealth, lie in wait for the un- 
wary. 

Public Must Be Educated 

“If public confidence in business 
is going to be maintained, if it is to be 
kept from developing into suspicion of 
all business, the public must be edu- 
cated and protected. No greater harm 
to the stability of business can be done 
than the widespread fleecing of invest- 
ors. There is no greater pessimist than 
the man or woman who has saved and 
denied himself through years of toil 
only to fall prey to the _ plausible 
schemes of investment wolves in sheep’s 
clothing. Banks and legitimate invest- 
ment dealers are each year putting 
forth more and more effort tended to 
educate and protect the public. News- 
papers and periodicals are showing by 
actual stories, the result of lack of care 
and caution in making investments 
Financial publications are doing every- 
thing in their power to stem the tide. 
But, there is one class of business that 
can do as much, if not more, than all 
others. It is the life insurance company. 

Advantage of Income Form 


“What can it do? Many things and 
in many ways. It can do a lot to popu- 
larize the payment of the principal of 
life insurance in portions, distribuied 
over a period of time long enough to 
effectuate the purpose of the assured, 
that is, provide for his dependents when 
he is gone. I realize insurance com- 
panies are doing much along that line 
now but their efforts can be increased. 
It may be said that to attempt to direct 





DISAPPROVE OF THE METHOD 


Atchison, Kan., Life Underwriters As- 
sociation Insists on State Depart- 
ment Expedite Its Report 


ATCHISON, KANS., May 3.—The 
Atchison Life Underwriters Association 
is opposed to an employee of the Kan- 
sas department charging $5 for statis- 
tics of life companies operating in the 
state taken from the annual report. The 
point is made that this is a department 
matter and the information should be 
given out by the department in the way 
of a preliminary report. It condemns 
the delay in issuing the annual reports. 
The resolution is as follows: 

Resolved—That the Atchison, Kan., 
Life Nnderwriters Association disap- 
proves the method of the Kansas insur- 
ance department in sending out the an- 
nual insurance report for 1920 in the 
month of April, 1922, making a useless 
and extravagant document and also con- 
demn the attempt of an employee of the 
Kansas department to charge the sum of 
$5 for information that rightfully be- 
lengs to the insuring public, which 
should be embodied in the annual insur- 
ance report, 

Resolved—Further that the depart- 
ment be requested to speed up its report 
so as to be available no later than May 1, 
the following year, where reports of 
companies have been filed Dec. 31. 

Resolved—tThat copies of these resolu- 
tions be mailed to Frank L. Travis, in- 
surance commissioner of Kansas; Henry 
J. Allen, governor, state of Kansas; at- 
torney general, state of Kansas; Na- 
‘tional Association of Life Underwriters. 





Dictagraph Reveals Insurance Fraud 


Mrs. Mollie Belote and her nephew, 
Peyton M. Killman, were convicted last 
week at Accomac Courthouse, Va., on 
the charge of murdering her husband, 
Leonard W. Belote, well to do farmer ot 
Accomac county, and were each sen- 
tenced to serve twenty years in the 
Virginia penitentiary. It was  estab- 
lished that the murder was committed 
so that $20,000 of insurance which Be- 
lote’s life carried in the Reliance and 
the Metropolitan might be collected by 
the widow, who was beneficiary. It was 
also brought out that the nephew who 
was alleged to have actually killed Be- 
lote was to get half the insurance 
money. The evidence which caused the 
conviction was obtained through a dic- 
tagraph installed in the woman’s home 
by investigators for the life companies. 


New Term of Training School 


The new term of the sales training 
school of the Phoenix Mutual Life 
opened May 1. About 20 men from 
the company’s various agencies 
throughout the country will attend for 
the three wecks’ course of instruction. 


the prospect as to how he shall have the 
insurance paid to the beneficiary will in- 
terfere with sales. On the contrary. the 
very reason for making the suggestion 
may be used as an added argument for 
the need of insurance and for more in- 
surance. Ten thousand dollars looks 
big as a lump sum but $57.50 a month 
for 20 years seems insignificant. Yet 
they are the same. I am taking these 
figures because they are the ones I am 
familiar with in connection with gov- 
ernment War Risk Insurance. Many 
a man who could afford to do so would 
not be content with $5,000 insurance if 
he realized it would furnish only about 
$29 a month to support his dependents 
tor 20 years 

“Insurance companies have in their 
own operation the greatest example of 
safe investment. If they could only tell 
the public what securities to buy and 
how and why, they would accomplish 
much toward circumventing the stock 
pirate and investment crook.” 
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NAMES NEW MANAGER 
CHANGE IN CHICAGO OFFICE 


Bert Zahner, Well Known St. Louis 
Life Man, Joins Staff of Amer- 
ican Life Reinsurance 





Bert Zahner of St. Louis has joined 
the American Life Reinsurance staff. 
He will go at once to Dallas to spend 
about two weeks in the company’s home 
office becoming acquainted with the 
company’s methods and policies and 
will then proceed to the Chicago office 
where, under Secretary Strudell’s super- 
vision he will prepare to become man- 
ager of the Chicago office. Secretary 
and Actuary Strudell is planning to re- 
turn to Dallas as the Chicago office is 
row firmly established and under Mr. 
Zahner’s management it is expected 
that it will continue to do a successful 
reinsurance business. 

Mr. Zahner entered the life insurance 
business six years ago when scarcely 
21 years of age. He has held respon- 
sible positions in various departments 





BERT ZAHNER 


of the Missouri State Life and was for 
four years manager of that company’s 
rating department, passing upon almost 
every application that came in. During 
that period he worked under such ex- 
perienced men as Dr. C. R. Dudley, 
Dr. S. B. Sholz, Dr. B. Y. Jaudon, and 
Actuary George Graham. 

Six months ago he left this work to 
become special home office representa- 
tive, specializing on life, accident and 
health and group cases. During the 
past month he has been called in by 
the Continental Life of St. Louis to in- 
stall a rating department and to perfect 
new business and medical examiner’s 
departments. 

Mr. Strudell reports that the new 
business of the American Life Reinsur- 
ance continues very satisfactory, the 
volume being well ahead of last year. 
President Bigger has just left for New 
York visiting a number of companies 
en route. 


New England Mutual Changes 


Arthur J. Wissmath has been ap- 
pointed district manager of the New 
England Mutual Life at Des Moines, 
Ia.. to succeed Albert E. Payton, who 
on May 1, became general agent for 
the company at Los Angeles Mr. 
Wissmath has been associated with the 
Sioux City office of the New England 
Mutual for the last two years. Glar- 
ence N. Anderson at Des Moines is 
general agent of the New England Mu- 
tual for the state. William C. Ander- 
son has been appointed district mana- 
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ger for the New England Mutual at 
Spencer, Ia., under General Agent | 
Anderson 





Keeping Up with the Times 
That’s what the Pan-American is doing. 


Here’s the proof: 


A modernized line of standard Life 
Policies 


Up-to-the-minute sub-standard Policies 


The most original and attractive Child’s 
Educational Policy in America 


Accident and Health Policies, both 


cancellable and non-cancellable 


A complete course of instructions for 
new agents 


Field Service in its broadest sense 


We invite correspondence with 
Life and Casualty men not presently 
connected, or those desiring to enter 
the Life Insurance business. 


Address: 


E. G. Simmons, Vice-President and General Manager 


Pan-American 
Life Insurance Company 


New Orleans, Louisiana 
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LIFE AGENCY CHANGES | 








C. H.Ross and W. D. Morton 


C. H. Ross, who has been 
agent at Sioux City, Ia., since 
the Mutual Benefit Life, will relinquish 
that position, upon ‘his own request, 
July 1. Mr. Ross has built this agency 
up to a production of over $16,000,000. 
He will move to Minneapolis where he 
will be associated with the local agency 
for the same company, engagirg in per- 
sonal production, leaving the agency 
direction to others. He will be suc- 
ceeded in Sioux City by W. D. Morton, 
for the past 11 years with the Mutual 
Benefit Life in Omaha. 


general 


R. J. Wetzel and Launder & Hermelink 


R. J. Wetzel general agent of the Pa- 
cific Life in Kansas City is leaving life 
insurance to engage in another line of 
business. The general agency will be in 
charge of Launder and Hermelink as 
general agents for the life, commercial 
accident and noncancellable depart- 
ments. They have been with the Pa- 
cific Mutual in Kansas City for some 
time. 


Hart & Clough 


Willard O. Clough, for six years an 


1906 for | 





agent for the Minnesota Mutual Life in | 


South Dakota, has entered into partner- 
ship with G. W. Hart, state agent for 
the Northwestern National Life for sev- 
eral years. The firm of Hart & Clough 
will be state agents for the Northwest- 
ern National Life in South Dakota, with 


headquarters in Watertown. Mr. Clough 
has been a resident of the state for 26 
years and has had nine years’ active life 
insurance experience. 


Barney Pearson 

Barney Pearson, of Dallas, Tex., 
who is well known to life insurance 
men through his salesmanship talks 
throughout the country, has become 
connected with the Ohio State Life and 
will have charge of its agency at Col- 
umbus, O. 





C. H. Crimm 


H. Crimm of Chattanooga, Tenn., 
has resigned as agent for the Equitable 


of New York and will represent the 
Reliance Life of Pittsburgh. Mr. 
Crimm is well known in Chattanooga 
is a life underwriter. He enjoys the 


rdditional distinction of being secretary 
»f the Chattanooga Association of Life 
Underwriters, which post he has held 
for a number of years. 





E. W. Shackelford 


. W. Shackelford, who has been gen- 


. agent for the Merchants Life in 


N: ATION, AL 





Oklahoma has been appointed genera! | 


agent for the National Life, U. S. A., in 
that state. Mr. Shackelford will re- 
main in Oklahoma City where head- 
quarters will be maintained for the Na- 
tional. He has been active in field work 
in Oklahoma for many years, his agency 
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senboaee several millions of paid-for 
new business annually. 


A. S. Maddox 


\. S. Maddox, formerly superinten- 
dent of agents for the Merchants Life, 
has been appointed agency manager for 
the National Life, U. S. A., with head- 
quarters at Des Moines, Ia. This agency 
covers the greater portion of Iowa and 
has been one of the strongest and best 
agencies for the National Life of U. S 
A. He is a large personal producer and 
an experienced agency organizer. 


H. B. Smith 

Herman B. Smith 
general agent of the 
in Pittsburgh in its recently 


has been appointed 
Missouri State Life 
established 


branch office in that city under Man- 
ager Horace H. Bell Mr. Smith en- 
tered life insurance in 1917 with the 
Connecticut Mutual and for the last 
year has been associate general agent 
of the Connecticut Mutual in Pitts- 
burgh. Before entering the life insur- 
ance business he was connected with a 
bank. 


Shenandoah Life Appointments 


The following additions to the field 
force of the Shenandoah Life are an- 
| nounced: M. E. Jones, general agent, 
Knoxville, Tenn., upper east Tennessee; 
Stout & Shortt, district managers, Sweet- 
water, Tenn., central Tennessee; George 


R. Brown, general agent, Lynchburg, Va. 





Travelers Changes 

manager of the Travel- 
Duluth, Minn., has 
the life, acci- 
Denver, 
resigned. 


L. L. Landers, 
branch office at 
been appointed manager of 
dent and group departments at 
Colo He succeeds H. V. Miller, 


ers 
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Milwaukee 








COMPANY 


The Northwestern Mutual Life 


Insurance Company was the pioneer in 
establishing rules to protect itself and its 
agents against evils which demoralized the 


For twenty-seven years it has enforced a stringent Anti-Rebate Rule. 


For twenty-three years it has observed a No Brokerage Rule which prohibits the acceptance of 
business from, or the payment of commissions to, other than an agent of the company. Excep- 

tion only is made in the case of legitimate surplus business and then only from a licensed agent 
of another company upon an anti-rebate agreement from him. 


For more than twenty-eight years it has adhered to its present Civil Service Rule which 
provides that all appointments to general agencies shall be made from those already connected 
with the company and otherwise qualified. 


To the literal enforcement of these rules is attributed, in large part, the success, high character 
and the loyalty of the agency force of 


NORTHWESTERN MUTUAL 


MUTLAL 


INSURANCE 


Wisconsin 











THOMAS J. OWENS, President 


Capital, $200,000 


build a real life insurance company. 





NO ORGANIZATION EXPENSE 


All of the stock is held by a few substantial business men 
of Indiana who believe in the ability of the management to 


old-fashioned general 


DR. ALBERT SEATON, Vice-President and Medical Director 


CENTURY LIFE INSURANCE CO., inoranapotis 


Managed by men experienced and familiar with all de- 
partments of life insurance work. 


We offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
agency contract that means money. 
If you want to be affiliated with an institution that has real red blood in its veins—that has all the elements of growth and permanency — 


Tell us where you want to work 


CLAUDE T. TUCK, Secretary 


May 4. 1922 
Blanchard N. Spencer, special agent at 
Duluth, has been appointed supervising 


special agent, in charge of the life, acci- 
dent and group departments there to suc- 
ceed Manager Landers. 

R. D. Case, assistant manager, Seattle 
branch office, has been appointed manager, 
life, accident and group departments, of 
the new branch office at Spokane, Wash., 
which was opened May 1. 





Gamble Gets Larger Field 


counties of northwest 
Mississippi have been added to the Robert 
M. Gamble Agency of Memphis, Tenn., for 
the Pan-American Life: DeSota, Marshall, 
Tate, Penola, Quitman, Talahatchie, Boli- 
ver, Coahoma and Tunica. This now gives 
this agency west Tennessee, Arkansas and 
northwest Mississippi. 

New district general 
placed at Clarksdale, Miss., Little Rock 
and Jonesboro, Ark., and Jackson, Tenn. 

E. W. Dees, state manager at Jackson, 
Miss., is in charge of the balance of Mis- 
sissippi for the Pan-American. 


The following 


agencies are to be 


C. T. Charnock & Son 


C. T. Charnock & Son of Sioux Falls 
S. D., have been appointed state agents 
for the Security Mutual Life of Lincoln, 
Neb., in South Dakota. G. W. F. Moore, 
who has been territorial manager for the 
Dakotas, Minnesota and Northern Iowa, 
has made this appointment, as the South 
Dakota business has necessitated direct 
supervision through a general agency. 


R. M. Van Dorn 


R. M. Van Dorn has been appointed 
general agent of the New World Life for 
western Oregon. He resides at Pullman 
and has written considerable business 
there for the Western Union Life. 


L. K. Nichols 


lL. K. Nichols has been appointed 
agency manager of the Bankers Life of 
Iowa, at Wichita, Kas. He has been a 


regional sales manager. 


Robert Shipley 





| surance, 


Robert Shipley, for some years dis- 
trict manager for the Mutual Life of 
New York, at Billings, Mont., has re- 
signed to become general agent of the 
Penn Mutual Life for the State of Mon-- 
tana, 

Life Agency Notes 

Ek. L. Brumley and J. L. Bauman have 

been appointed special agents for the 
General Life at Mansfield, 


Connecticut 
4) 


H. R. Armstrong has been made man- 
ager in north central Illinois for the 
Fidelity Mutual Life with headquarters 


at 1106 Lehman building, Peoria. 


H. B. Wendall, office manager of the 
E. A. Woods agency, at Pittsburgh, has 
resigned to accept a position in the 
home office of the Equitable Life of 
New York. 


—_ 


BIG ARRAY OF TALENT 
AT MEMPHIS CONGRESS 


(CONTINUED FROM PAGE 1) 


ago. For a man to sell insurance suc- 
cessfully, according to Mr. Parks, he 
must believe whole heartedly in life in- 


he must believe in his company 
—that it is the best company in the 
world—and last, he must believe in him- 
self. To believe in himself, he must be 





honest with himself, honest with his 
neighbor, honest with his company, and 
finally his loyalty to his country mu:t 
be unswerving. 

Untiring energy is another essential, 
declared the speaker, and finally, the 
agent if he succeeds must enjoy the ut- 
most confidence of the company he rep- 





Occidental Building 


Surplus, $100,000 











resents. 


Dr. George B. Van Arsdall of the 
Equitable Life of New York, who is 
well known for his educational work, 


had entered the room, and at this junc- 


ture was presented to the audience by 
Mr. Sibley. Dr. Van Arsdall led in a 
few moments enthusiastic singing of 
“Mr. Zip, Zip, Zip!” 


Need for Insurance Program 


The next address was “An Adequate 
Insurance Program,” by J. E. Murray 
of Murray & Walker, general agents of 
the Penn Mutual Life at Cleveland, 
Mr. Murray declared that he had quit 
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selling policies, and was now offering 
an adequate insurance program to his 
prospects. He presented a little chart, 
which he uses successfully in his work. 
Mr. Murray believes that more income 
insurance should be sold, but as im- 
portant as he regards this field of en- 
deavor, he says it is but a small part 
of a general scheme which should take 
care of all the needs of every buyer of 


legal reserve insurance. 

Mr. Murray was followed by Mr. 
Shuff, who reviewed his activities as 
head of the National Association, and 


who read some timely statistics taken 
from the census report of 1920. Mr. 
Shutf spoke of the inheritance tax on 
insurance as a great injustice and a tax 
on thrift, referring to statutes enacted 
in Wesconsin and Tennessee as dam- 
nable. He declared that he was doing 
all that he could ‘to prevent the enact- 
ment of these laws by other states, and 
in one imstance recently, he had 
ceeded in preventing a state legislature 
from imposing an additional burden of 


kind. 


suc- 


this 
Afternoon Session 


Speakers of the afternoon session 
were S. -E. Ragland, president of the 
Central States Bank, Memphis; Malcom 
\dam, assistant supervisor, Penn Mu- 
tual Life, Philadelphia; Dr. E. G. Sim- 
mons, vice-president Pan-American Life, 
New Orleans; E. H. Rolston, general 
agent New England Mutual Life, Chat- 
tanooga, Tenn.; Fred W. Tasney, third 
vice-president Prudential, and Dr. 
George W. Van Arsdall, who has had 
charge of the educational work of the 
Equitable Life of New York. Mr. Rag- 
land spoke on “Life Insurance in Rela- 
tion to Bank Credits,” while Mr. 
Rolston’s timely talk was devoted to 
“The Increasing Value of Life Income 
Insurance.” Mr. Adam devoted the 
time alloted to him to a discussion of 
the relative merits of an insurance estate 


Spenkers at 


and an estate administered by a trust 
company. He said that probably the 
best results from an estate of lite in- 
surance could be obtained by mixing 


the interest and installment factors, as 


this would be more flexible. He de- 
clared that an insurance estate was a 
contract between the deceased on one 


part, and the insurance company on the 
other, a contract which was guaranteed, 
while an estate administered by a trust 
company was an estate pure and simple, 
and not a contract in any sense of the 
word. Neither interest yield or the re- 
turn of principal was guaranteed 


Simmons on “Sunday Shine” 


Che address of Dr. Simmons, whos« 


subject was “Get Your Sunday Shine,” 
was replete with sentiment and op- 
timism. He declared that an agent 
must inject a certain degree of senti- 
ment into his work if he attained suc- 
cess. He must use imagination, he must 


be to his prospects what a physician is 
to his patients. Finding the weak spot 
in the prospect and “hitting this hard” 


will put over the sale Dr. Simmons 
said that just before he left New Or- 
leans he had received a telegram from 
one of his agents which read: “All Con- 


cordia Parish (the agent's territory) is 
under four feet of water. Where shall 
I go to work?” Optimism of this kind 
invariably wins out, said Dr. Simmons 

Mr. Tasney compared “The Insurance 
Agent of Yesterday with the Insurance 
Advisor of Today,” reciting the condi 
tions under which insurance was sold a 
tew years ago in contrast with those of 


today He told of the advancement 
that has been made, of the improve- 
ment in policy forms, stressing espe- 


cially the increased volume of income 


insurance which is sold now 


Underwriting and Salesmanship 
The subject of Dr. Van Arsdall’s ad- 


dress was “Life Underwriting as the 


= ——— = —— 


want most in life is the attainment of 
success, and this is made possible by 
the stabilizing effects of life insurance. 
Every man wants what life insurance 
will do for him. Sell the idea of what 
life insurance will do, and do not empha- 
size what it will cost, urged the speaker. 
The only thing uninteresting about any 
article purchased is the cost. Keep 
away from the idea of premium rates 
in selling life insurance. 

Dr. Van Arsdall gave 
nine points, as necessary for the agent 
to know in making a sale: (1) Age of 
the prospect, or the stage he had reached 
in life’s progress; (2) his wife’s age, or 
what would be required for her for the 
remainder of her expectancy in the 
event she were deprived of her hus- 
band’s support; (3) ages and sex of the 
children; (4) property owned by hus- 


the following 


Memphis, vice-presidents; E. E. Brown, 
Chattanooga, secretary. Knoxville was 
selected as the next meeting place 





LOCAL ASSOCIATIONS 











Baltimore, Md.—The« speakers com- 
mittee of the Baltimore Association is 
hard at work preparing the program for 
the annual congress to be 
held May 11. Associations from Mary- 
land and the District of Columbia will 


attend 


second sales 


* : 
underwriters of Pe- 
last and 


* 
Peoria, Iil.—Life 


oria observed ladies’ night week 


nearly 100 guests attended Adjutant 
General Frank 8S. Dickson was unable to 
be present and Rev. J. Merle Stevens 
of the Union Congregational church was 
the principal speaker 

x * * 

Sioux City, Ia. As an evidence of 
their esteem for A, E, Payton, fellow 
members of the Sioux City association 
gathered Wednesday to tender Mr. Pay- 
ton a farewell dinner and present him 
with a handsome traveling bag Mr 
Payton, who has made a striking suc- 
cess of general agency of the New Eng- 


ceived 


Agency Meeting at Kansas City 
Agents of the National Life, U. S. A. 


held a one-day sales congress at the 
Hotel Muehlebach, Kansas City, Mo., 
last week This agency, which has 


grown under the management of James 
S. Barrow, is one of the smooth run 


agencies ot 


ning and rapidly growing 

the companies. It is expected to be in 
the race for first place in the contest 
that is now on for May, called “John 
son Month” by the company N. P 


Knight, city manager of the agency and 


one of the large personal producers, 
gave an excellent sales talk Business 
getting methods were also outlined by 
cach of the agency producers, inculd- 
ing the newcomers on the staff. Rob- 
ert D. Lay, vice-president and secretary, 
ind Walter E. Webb, superintendent ot 
agents, were present from the home 
othe The meeting concluded with a 
banquet, at which talks of big business 
were made. 


Second Vice President Ww. J. Graham, 





RB ec. ee ' of the Equitable Life of N. ¥ in charge 
»asis of Salesmanship es He explained of the group department and <¢ F 
that the term underwriting meant the] Sheridan, head of the inheritance tax 
guaranteeing that one’s plans would be office, were visitors to the FE. A. Woods 
’ . , rer > Ss “p : ur ‘ 
successfully carried out What igeney at Pittsburgh Saturda 


men 
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band and wife; (5) prospect oi in- 
heritance and nature of same; (6) debts; 
(7) occupation; (8) amount of insur- 
ance carried; (9) income. 

At the conclusion of Dr. Van Ars- 
dall’s address, the following officers 
were elected to serve for the ensuing 
vear: J. W.. Bishop, Chattanooga, 
president; E. H. Rolston, Chattanooga, | 
F. M. Seay, Nashville, P. M. Smith, 


land Mutual Life in Sioux City, has been 

given the Southern California territory 

for the same company with head- 

quarters at Los Angeles He will be 

succeeded here by Arthur J. Wissmath 

a well known Sioux City young man 
oo x * 

Omaha, Neb.—The Omaha Association | 
had a well attended monthly luncheon 
Saturday Prof. E. H. Howbert of the 
Denver School of Insurancs made a 
very impressive talk. Twenty-four new 
members were elected and four more 
applications for membership were re- 
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A Purely Mutual Organization 


ew York Life Insurance Co. 


(Incorporated under the Laws of New York) 


346 BROADWAY, NEW YORK, N. Y. 


Seventy-Seventh Annual Statement 


KINGSLEY, President 


DARWIN P 





1922 
Securities at Market Value as furnished by Insurance Dept., State of 
New York 


Balance Sheet, January 1, 





ASSETS 








SF OEE A Le TT EO SN Te ee ee $ 68,362,851.00 
Mortgage Loans .........+.ss+s GOdocccecosccceseoesveesoooocoeosoes . 183,722,805.92 
Beliee EGGS ccoccccccscccccsccccessscescecccccccsccoosetescoseccosesnccsososeosess 164,305,141.17 
Collateral Loans ..........+.. ee 2,301,000.00 
Liberty Bonds and Victory Notes sdaneedbsndobsaswbecnonsessecnnsaneteste 120,628,900.00 
Government, State, Province, County and Municipal Bonds................. 155, 439,933.58 
Railroad Bonds ........ i padawncbcouseosassebeonssetesessenuesssoeen 271,524,487 27 
Miscellaneous Bonds and Stocks... ... 0... ccccccccccccccccneceeceeeececceseeeues 7,325,003 00 
Gee coccccescccccosccces : i6h$060000000000000080805060Sae00RSbSENsNENTOSNeE » 11,067,144.16 
Uncollected and Deferred Premiums ...........cscccccccccccccccccccecceceeeeees 14,674,40.08 
Interest and Rents due and accrued, CfC........ccccccccccccccccccsccccccsccess 13,280,399.90 

Total $952,632, 138 80 

LIABILITIES 

Policy Reserve $787,157,463.00 
Other Policy Liabilities : , 28,527 ,025.08 
Premiums, Interest and Rentals prepaid...........ccccccceseeceesenese 4,361,995.18 
Taxes, Salaries, Rentals, Accounts, et : gbodécvescoesenooseeseenes 7,549,037 .63 
AAPialamal BesePySs occeccccvccccccccccccccccesccccccoccccccccsccsecccesvecsescese 7, 485,874.00 
Dividends payable im 1922........cccscecsescscscceseesescceceeseesssessseceeees 42,287,368.71 
Reserve for Deferred Dividends peeneusnesoneeoeseennensess 58,303,179.00 
Reserves, special or surplus funds not included above........ssccccseeeeeeee 15,960,196.29 

Total $952,632,138.80 
Paid to and on Account of Policyholders during 1921...... $124,308,409.00 
Loaned Policyholders during 1921 under Policy Contracts.. 40,871,382.00 
Laenned em Ferme Garey Wibcccccecccccccocccccccsoccsceses 15,004,330.00 
Loaned on Mortgages for housing purposes during 1921... 9,646,991.00 
Loaned on Business Property during 1921..............++6- 11,358,909.00 


The earning power of Ledger Assets, including Cash in Bank, advanced 
0.16% during the year 
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The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT “ec MONTHLY INCOME INSURANCE. 


‘jaaeeem LATEST POLICIES AND AGENCY CONTRACT Bail a7.\nes 
Openings OHIO, IND., KY. MICH. and W. VA. Write Columbus 








Philadelphia Life Insurance Company 


If you live in Illinois and if you desire to establish 
a Local General Agency in your city, 
ADDRESS 
Michael Montague, State Agent 


1416 Mallers Building 
Chicago, Il. 


Manager of Agencies or 


111 No. Broad Street 
Philadelphia, Pa. 








ECRET OF OUR We have a contract for you under which your 


UCCESS IS income will be limited only by your activities. 
ERVICE 
A REAL PROPOSITION FOR A REAL MAN 
DETROIT 


FEDERAL CASUALTY COMPANY, mictican 


Cash Capital, $200,000.00 V. D. CLIFF, President 


One 
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THE TWIN CITY LIFE 


Insurance Company 
MINNESOTA 


Insurance in Force, $4,421,000 
Surplus to Policyholders, 136,384 


Do you want to locate in the Northwest? We can offer you 
liberal contracts in Minnesota, North Dakota or South Dakota. 
We are not trying to make a record for size, but we do write a 
nice clean business, combined with real service to policyholders. 
If your viewpoint and ours agree, we can do business with 


each other. 
WRITE US 
J. IVAN RHEA, Supt. of Agents 


SAINT PAUL 


A. M. MIKKELSON, Secy. 














| Seventy-Nine Years of Service 


Our first policy was issued in 1843. 

Up to December 31, 1921, we had paid $1,736,129,572 to policyholders 
and beneficiaries, and had accumulated $675,319,164 for them. Dividends 
to policyholders totaled $361,465,227 in the same period. 

Total insurance in force at the end of 1921, $2,472,651,779. 

Corporations and Partnerships protected by Business Insurance. 
Inheritance tax provision for large or small estates. — Philanthropic in- 
stitutions endowed. Income policies for the protection of homes and 
dependents. Annuities for the aged. Up-to-date Disability and Double 
Indemnity provisions. 

For terms to producing Agents address 


The Mutual Life Insurance 
Company of New York 


34 Nassau Street, New York 

















J. O. LAUGMAN, President DR. ANDREW JOHNSON, Secretary 


International Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 








SIX YEARS OF PROGRESS 


End of Year Insurance in Force Reserves Assets 
1916 $1,504,904 $9,778 $429,373 
1917 3,014,388 43,502 678,555 
1918 4,507,824 100,914 775,154 


941,380 
1,127,761 


1919 8,556,794 205,203 
10 12,112,174 365,286 


oor $16,331,992 $574,921 $1,367,692 


Surplus to Protect Policyholders - - $757,992.36 


Assets $2.06 for every dollar of Liability, 
and a corps of live satisfied agents. 


The Shenandoah Life Insurance Company 


General and District 
Virginia, 


On Agency matters address—W. F. Macallister, Agency Manager. 


ency openings in Arkansas, North Carolina, 
est Virginia and New Jersey. 
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| Policy Literature, Rate Books, etc. Supplementing the ‘‘Unique Manual-Digest”’ 
and “‘LittleGem,”’ Published Annually in May. PRICE, $3.50 and $2.00 respectively 


| 








CONTINENTAL’S NEW POLICY | 


been on the 3 percent basis. 


! 


Delaware Company Issues Participat- | 


ing, Preferred Class, Whole Life 
Policy, With $5,000 Minimum 





The Continental Life of Delaware an- 
nounces the introduction of a partici- 
pating, preferred class, whole life pol- 
icy. This policy is intended for pre- 
ferred risks and will be issued only in 
amounts of $5,000 or more. It will be 
issued to men and to wage-earning and 
self-supporting single women who are 
first class risks in every respect and 
who are engaged in the following occu- 
pations: farmer; merchants; profes- 
sional men and women; proprietors, 
superintendents or foremen of stores, 
factories, or other enterprises not en- 
gaged in hazardous or unhealthful 
work; clerks in offices and_ stores; 
other occupations where the remuner- 
ation and condit ons of work are simi- 
lar. 

The following is a schedule of annual 
premiums for $10,000 policies: 





<< neeweses $142.40 ee $244.40 
aaa 145.70 Snes oeeeses 254.00 
ee 149.20 iébeaadeue 264.00 
Bes 151.80 Dk ae keees 274.80 
| ere 156.60 Se 286.20 
ie e's aches 160.60 eee 298.30 
ee 164.90 Caceseceeus 311.20 
Peper: 169.3¢ epee 325.00 
iccccuvecees 174.30 er 339.70 
—FSSe 179.80 ee ae 355.30 
| eae 185.40 Seer 372.10 
| See 191.40 eee 389.90 
ay et cl 197.80 Re 408.80 
 Sepanpeeayy- 204.60 y 

icteecseuus. See 5 b> 
— Fr 219.10 ivaewiwwaee 473.70 
Paes 227.10 BP eestesades 498.20 
SE 235.60 


percent basis. Its previous business has 


Northwestern Mutual 
It is understood that on July 1 the 


| Northwestern Mutual will issue an en- 


tirely new line of policies in which some 
important changes ard improvements 
will be made, The phraseology of the 
contract is being revised. It is under- 
stood that one of the important changes 
will be with reference to giving the full 
reserve as a surrender value after the 
third year and that the various improve- 
ments contemplated will be retroactive. 
An announcement of the company as to 
details will be awaited with much inter- 
est. 


Montana Life 


The Montana Life of Helena, Montana, 
has now adopted the practice Which has 
been followed by a number of other non- 
participating companies and is issuing 
policies which become participating when 
fully paid up. 


Mutual Life of Illinois 

The Mutual Life of Springfield, I)1., 
will shortly commence issuing accident 
and health insurance. These new policies 
will be clean cut, giving full coverage, 
combination health and accident insur- 
ance and paying for any accident and 
any illness. The annual premium will be 
$40 for weekly benefit of $25 and acci- 


| dental death benefit of $5,000. There will 


semi-annually or quarterly. Cash, paid- | 


up and extended term values are avail- 
able at the end of the second policy 
year. These rates, which are lower 
than the non-participating rates of many 
companies, are made possible not by re- 
ducing the rates of commission to the 
field force, but by reason of the favor- 
able mortality expected on this class 
of risks and of other savings. The reg- 
ular rate of first year’s commission and 
continuous renewal commissions at 
regular rates will be allowed on this 
policy. 

The company has made a number of 
other changes. It has discontinued all 
its non-participating policies except the 
10 year term policy for which a new 
schedule of premiums’ has _ been 
adopted. The rate will be $9.83 per 
$1,000 at age 35. It has discontinued 
its old whole life policy. It has added 
to its endowment forms an endowment 
policy maturing at age 85. 


Shenandoah Life 


The managing committee of the Shen- 
andoah Life, upon recommendation of the 
agency manager, W. F. Macallister, has 
changed disability benefits from 10 per- 
cent annually to $10 per month per thou- 
sand: also to write all form of policies, 
excepting term insurance, on female 
risks: to issue disability benefits to self- 
supporting widows and single women over 
25 vears of age: also issue double indem- 
nity to all female risks over 25 years of 
age not exceeding $5,000 


Hawkeye Life 


The Hawkeye Life of Des Moines is 
discontinuing its special organization 
contract which was on the twenty pay- 
ment life, $5,000 basis and will shortly 
commence issuing ten pay, fifteen pay, 
twenty pay. twenty year endowment, 
ordinary life and five year term, and a 
new distributive endowment. J. H. Al- 
len is president: C. D. Van Meter, secre- 
tary: Frank L. Miner and George W. Guth, 
vice-presidents. The company will write 
annual dividend policies oh the 3% 





be no waiting period before weekly bene- 
fit begins for sickness and none in case 
of accident. The benefits will continue 
during life for accident and 52 weeks for 
illness. 


LAPSE OF A LIFE POLICY, 


Premiums may be paid annually, | 


(CONTINUED FROM PAGE 3) 
year, with a privilege of renewal from 
year to year by paying the annual 
premium, but that it is an entire con- 
tract of assurance for life, subject to 
discontinuance and forfeiture for non- 
payment of any of the stipulated pre- 
miums.” Mr. Stebbins pointed out that 
emphasis has always been laid upon the 
forepart of the sentence that the as- 
surance is not for a single year, but an 
entire contract for life, and the latter 
part of the sentence, “subject to discon- 
tinuance and forfeiture for non-payment 
of any of the stipulated premiums” is 
usually overlooked. There are several 
decisions which suggest that a policy 
containing no adequate lapse provision, 
may be terminated after default on 
notice, emphasizing the necessity for 
the companies to notify the assured. 
Chere is another decision which holds 
that rescission of the contract should 
be effected only after the insured was 
refunded what he had received, thus 
placing him in a position held before the 
contract was entered into. 

Mr. Stebbins deducts the following 
two suggestions from the study on the 
court decisions: 

1. Examine all outstanding policies and 
policies hereafter to be issued with 
reference to the question—do they con- 
form to the majority rule? In other 
words, is the provision for lapse in case 
of default so definite and specific as not 
to be susceptible of any other possible 
construction than that the policy lapses, 
subject to its own forfeiture provisions, 
upon non-payment of premium. 

2. If any policies are found outstand- 
ing that do not conform to the ma- 
jority rule, then adopting the sugges- 
tion of the Ohio court and the IIlinois 
court in case of non-payment of pre- 
mium, reasonable notice should be given 
that unless the premium is paid on or 
before the date named in the notice, the 
policy will be cancelled. 
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NEW CIRCUIT 


SHUFF IS ON SPEAKING TRIP 


STARTS 


President of the National Association 
of Life Underwriters Visits Lexing- 
ton and Knoxville, Tenn. 


President John Shuff of the National 
\ssociation of Life Underwriters is at- 
tending sales congress at Knoxville, 
renn., and Lexington, Ky. 

On Thursday morning he will ad- 
dress a meeting of the Tennessee Bank- 
Association, which is holding its 
session at Knoxville. His subject will 
be “The Human Element in Business.” 

He will then be entertained at lunch- 
eon by the Knoxville Kiwanis Club and 
in the afternoon address a meeting of 
the Knoxville Life Underwriters Asso- 
ciation, 

On Friday he will attend a sales con- 
held under the auspices of the 
Lexington association. He will also 
attend the St. Louis meeting on May 10 
and a meeting in Chicago the 11th. The 
St. Louis Association is going to have 
its membership rally on the 10th in- 
stead of the 1tih, which is the day set 
apart for the national drive for 
members. 


ers 


erTress 


new 


NEWS OF THE -PRUDENTIAL 


Changes Are Made in Some of the 
Districts by Having New As- 
sistants Appointed 


Most excellent debit conditions are 
being maintained by a great many oi 
the agents of the Prudential in New 
York City. The five following repre- 
sentatives are carrying advance pay- 
ments of ever 350 percent; Terrill B. 
King of New York, No. 8: Bernhard 
Braunstein of New York, No. 6; Ernest 
Stahlberg and Wilhelm Saller of New 
York, No. 1 and Abraham Freund of 
Yonkers. 

Louis Dumosch an agent in the New 
York No. 10 office, has been promoted 
to the position of assistant superin- 
tendent in the same district. 


\ dinner was recently tendered by 
the company to Superintendent Ed- 
ward N. Stark of the Los Angeles No. 


1 District, in honor of the completion 
of 25 years of continuous Prudential 
service, Assistant Secretary John H. 
Birkett in his speech reviewed Pruden- 


tial achievements in Southern Califor- 
nia, where Superintendent Stark, as a 
pioneer, held the first Los Angeles 


superintendency. 

Joseph M. Murphy of the Pittsfield, 
Mass., district, was promoted to the 
position of assistant superintendent in 
the same district. 

Division K says of Agent H. W. 
Steffy of Lancaster, Pa., that in addi- 
tion to being a consistent producer of 
industrial and ordinary, he is an “A No. 
t” conserver of the debit as is evidenced 
in the fact that his account carries only 
> percent arrears and the advance pay- 
ments are up to 643 percent. 

Agent H. C. Bowman of the York, 
Pa., district shows a little over 1 per- 
cent of arrears, while the advance pay- 
ments of his debt amount to 213 
percent. 


Philadelphia Life’s Showing 


\. M. Hopkins, manager of agencies 
of the Philadelphia Life, delivered an in- 
spirational address at a meeting of the 
Plico Club in the home office Monday 
W. L. Megary, president of the club, 
announced that arrangements were 
being made for a luncheon to be ad- 
dressed by Edward Bok, former editor 


of “The Ladies Home Journal.” Total 
business for April was $2,382,300, an 
increase of 10 percent over March 


Steady gains were reported in business 
since January 1. 
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SEE END OF SLACK 
LARGE TEXAS CROPS AWAITED 


Agents in Southwest Con- 
fident of Best Year in 


History 


General 


There has been a slack period in the 
selling of life insurance during the past 
few weeks, Texas agents report. The 
has not been due to any slump in the 
market, the state agents and companies 
declare, but is the result of conditions 
which they have found hard to com- 
bat. The general agents are of the 
opinion that the selling will be brisk 
as soon as the weather breaks. They 
say the people want life insurance and 
that the agents will find a way to sell 
it to them. The general agents in 
Dallas believe the business will hold 


its own until the first crops begin to | 


move in May and from then on until 
Christmas the men with the rate book 
will find the business better than it was 
any time last year. 


Crops Expected to Bring Demand 
The amount of business written in 
February compared favorably with that 
written during the previous month the 
agents say. Agents believe that the 
spring slump is now well past and 
atter that the figures will begin to show 
an increase from month to 
Right now the agents are working with 
the prospects who have a stated in- 
come, a regular salary paid at stated 
times. He is the fellow which appeals 
to the man with the rate book, for his 


premiums are cash and he is able to 
take care of future payments. rhe | 
agents will remain with the men with 


regular salaries for the time being, but 
after May 15 when fruit and vegetables 
begin to move in earnest the agents 
will be getting out in the agricultural 
belts where these crops i 
estimated the fruits and vegetable crops 
of east Texas will amount to $10,000,000 
or $15,000,000 this year. Insurance 
men have laid their plans to go after 
business in these sections while the 
money is there. After that is past the 
grain crops are on the market and the 
agents are to transfer their activities to 
the grain belts. Then comes the cotton 
crops when the agents will call on the 


cotton farmers. 
Use System and New Methods 
The underwriters are not going at 


things in a haphazard way this year. 
They know money is a little tight and 


they mean to get men on the books 
who will be able to pay next year as 
well as this. Hence the plan of work- 


ing men with stated salaries when crops 
are not moving to make things gen- 
erally prosperous, and going after 
farmers and others when the crops 
begin to move—taking them in the 
order they market their productions. 
The underwriters believe this system 
will mean more insurance sold in Texas 
this year. 


Equitable’s Indianapolis Meeting 
Dr. G. B. Van Arsdall, 


structor from the home office of 
Equitable Life of New York, began a 


special in 


three-weeks scheol of instruction in In- | 


the Indiana 
company 
attendance. 


representa 
Some fifty 
They come 
the state as well as trom 
Indianapolis and pay their own ex- 
penses. The sessions occupy an hour 
and a half each day and the balance of 
the day is spent in actual solicitation on 
leads furnished by the Indianapolis of- 
fice. A text-book is used and an ex- 
amination will be held at the close of 
the three-weeks session Dr. Van 
Arsdall has been holding similar schools 
in other cities and they have been very 
successful. 


dianapolis for 
tives of the 
agents are in 
from out in 


month. | 


grow. It is} 


the | 








MINNESOTA MUTUAL LIFE INSURANCE 
COMPANY 


St. Paul 


has entered, or will enter the following 
states; and is prepared to make con- 
tracts offering liberal first year conm- 
missions, splendid renewals, and an 
ideal arrangement for financing the 
Agency, just as soon as the right man is 
found in- 

IOWA, KANSAS, ILLINOIS, MICHIGAN, SOUTH 
DAKOTA, MONTANA, VIRGINIA, INDIANA, 
LOUISIANA, CALIFORNIA, OREGON. 


This announcement is addressed to 
successful life insurance men of good 
character, who want to secure General 
Agency contracts in these localities. 


0. J. Lacy, 
2nd Vice—President in charge of Agencies. 














The Farmers & Bankers 
Life Insurance Company 


Invites Inspection—Inquiry of Integrity 


It Issues 


POLICIES THAT ATTRACT 


And maintains a relationship with its Agents that 
creates a genuine spirit of loyalty between Agents 
and Company 


Home Offices; Wichita, Kansas 














THE PERFECT PROTECTION POLICY OF - 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh "*p2j5,.5e" Pittsburgh, Pa, 














Bompary 


OF CES MOINES, IOWA. 


We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of lowa. 
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The 


Columbian 
National Life 


Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 











Issues the best 
forms of policies 
of Life, Accident 
and Health Insur- 
ance. 


—______. 


—— 





—_— 








Our Complete Protection 
Combination is the ideal form of 


insurance coverage 








Eureka Life 


Insurance 


Co. 
OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


J.C. MAGINNIS 
President 


J. BARRY MAHOOL 
Vice-President 
J.N. WARFIELD, Jr. 
Secretary-Treasurer 


DR. J. H. IGLEHART 
Medical Director 

















A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing: Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all its Benefits, is unsurpassed 
for net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


Qn January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 











THE 


NATIONAL 


SEEK PLAN TO CHECK 
UP DISABILITY CASES 





Texas Companies Make Individual 
Probes but Favor Uniform 
Methods 





PRORATING SUGGESTED 





That Plan Would Put Limit on Total 
Benefits to Be Paid by All Com- 
panies for Disability 





DALLAS, TEX., May 2.—There 
is a great opportunity for the practice of 
fraud and deception on insurance com- 
panies in with the present 
system of writing total and permanent 
disability insurance in life policies, and 
there should be some adequate system 
devised by which the companies could, 
in protection to themselves and justice 
to the applicant, arrive without unnec- 
essary delay, at a definite conclusion as 
to disposition of every 
claim for this kind of insurance, ac- 
cording to the Texas companies. The 
companies are alive to the dangers ot 
speculation and fraud in connection 
with the total and permanent disability 
clauses of life policies and overloading 


connection 


applicant or 


generally, They are keenly aware ot 
the fact that they’ run a great risk of 
being “stung” by unscrupulous persons 


and are accepting this line of business 
with caution. But as yet they have 
evolved no scheme which will solve the 
equation involving the unknown _fac- 
tors which figure in the makeup of the 
applicant and the known results of 
total or permanent disability. 
Investigate Applicants Individually 


At the present time in Texas the 
companies are investigating each appli- 
cation individually, taking into consid- 
eration the monthly income of the 
applicant, his ability to pay and the rela- 
tion between his present monthly in- 
come and what would be the income in 
case of total disability under the policy. 
They are endeavoring to find out what 
other amounts of insurance of this na- 
ture he carries and are finding out the 
amount of insurance generally carried 
by the applicant. Of course, should the 
companies ascertain that the applicant 
now has a policy with another 
pany for $100 per month in cases of 
total disability, while his present salary 
is but $30 per week, they would look 
with disfavor on issuing an additional 
policy providing for another $100 per 
month in case of disability. They be- 
lieve to do this would encourage fraud 
and deception. 

More Chance for Fraud 


L. M. Cathles of the Southland Life 
said the opportunities for fraud under 
the provision for monthly income for 
total disability are far greater than that 
under the ordinary policy, for under 
the latter a person had to die to get 
the money. Under the former he 
might be “disabled” a long time before 
death, get his monthly income and then 
at death his beneficiaries or estate get 
the face value of the policy. While Mr. 
Cathles did not say so, some life insur- 
ance men in Dallas made the statement 
that “doctors and lawyers have to be 
paid and sometimes it is easy for the 
family physician, taking into considera- 
tion the general condition of the insured 
family and his financial situation, to 
arrive at the conclusion the insured was 


totally disabled when in reality he was 
not.” This same insurance man said 
there had been numbers of cases in 


Dallas and ‘north Texas where monthly 
incomes were paid insured when they 
were not entitled to them. 

The companies make investigation of 





com- | 
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claims for monthly incomes on the 
disability clause through agents or field 
men. In many such probes are 
not as thorough as they should be, due 
to location of the insured. 


cases, 


Seek Cooperative Plan 


There is a general feeling among the 
Texas companies that while “each in- 
vestigation of applicants now stands 
upon its own bottom,” sooner or later 
there must be some plan worked out 
whereby the companies may protect 
themselves absolutely against fraud in 
case of monthly incomes for disabili- 
ties and the speculation possibility at- 
tached to “overloading.” The com- 
panies in Texas are loath to accept an 
application for a considerable amount 
of life insurance when the applicant 
already carries a considerable amount 
unless it is shown conclusively that 
the applicant is financially able to’ take 
care of the additional amounts. But 
even with all the precautions the Texas 
companies have been known to become 
parties to policies which merely added 
to a “burden which was already an 
overburden,” : 

Might Prorate Benefits 


Getting down to a practical plan for 
solving the problem of possible fraud 
and speculation, the Texas companies 
sc far have little to suggest unless it 
be that a clause be added to the total 
and permanent disability clause provid- 
ing the company will pay the amount 
stipulated, only in case no. other 
monthly disability is carried in another 
company, and if such insurance is car- 
ried in another company, the company 
will be liable only for such amount as 
would make up the difference between 
the amount specified in the clause and 
that paid by the other company. In 
other words, the Texas companies be- 
lieve it would be a good thing if a 
clause could be attached providing that 
no matter how many companies might 
be carrying total and permanent dis- 
ability on the same risk, the total 
amount to be paid by all the companies 
would not exceed the highest amount 
carried by any one company. There 
was no expression as to whether such 
a plan could be worked out, whether 
it would be approved by insurance com- 





missioners or whether it would stand 
the test of the courts. 
REJECTIONS SHOW INCREASE 


When Business Is Slack Agents Solicit 
Many Risks They Would Ordi- 
narily Pass By 


NEW YORK, May 2.—Life com- 
panies that hold rigidly to their medical 
standards and these constitute the great 
majority of companies—all report an 
increased rumber of application rejec- 
tions; the explanation of the condition 
being the readily appreciated one that 
during times of business depression 
agents solicit risks they would ordi- 
narily pass by, hoping that the subject 
might be approved initially by the med- 
ical examiner or, if not, that his ailment 
will prove so slight that it might be 
corrected within a limited time, and 
under intelligent treatment. During the 
prosperous days of 1919 and 1920, when 
Ife companies were getting all the 
business they could comfortably take 
care of, and some a good bit more, the 
percentage of applicants declined upon 
physical grounds was very slight; the 
prospects as a rule, being men actively 
engaged in profitable undertakings and 


keeping themselves fit so that their 
earning power might be unimpaired. 
With the coming of the darker days, 


the former condition changed, and field 
men no longer had their once free 
choice of prospects. The mortality ex- 
perience of the companies thus far in 
1922 continues most favorable, and 
underwriters can find no possible fault 
with it. 


The Continental Life of St. Louis has 
been licensed in Kentucky. It has ad- 
mitted assets of $4,801,392 
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SOME NOVEL SYSTEMS 
OF PREVENTING LAPSES 


Philadelphia Agents Meeting 
Present Conditions with 
Special Efforts 


PAUL LODER’S SCHEME 


Uses a “Salvage Corps” and Has Indi- 
vidual Agents Do Personal Work 
to Keep Policies 


PHILADELPHIA, PA., May 2.— 
Life insurance written during the past 
two years throughout the east has been 
slipping off the books to such an alarm- 
ing extent that the companies have been 
forced to buttress their conservation de- 
partments and, in some cases, devise 
new methods to hold the business over 
the deflation period. Lapses of policies 
in the Girard Life increased last year 25 
and 1920 


per cent over the vear 1920, 
was worse than 1919. This company's 
loans to policyholders last year were 


greater than the total for the four pre- 
ceding years—showing the desperate ef- 
forts made to keep lapses down to a 
minimum. Lapses for 1922 are bound to 
be heavy, according to Albert Short, 
secretary and actuary of the Girard, be- 
cause many of the policies have ex- 
hausted their loan value. However, Mr. 
Short is convinced that the worst is 
over, as premiums are being paid more 
regularly now than at any time since the 
post-war depression set in. 
Loder’s Novel Scheme 


Paul Loder, manager of the Philadel- 
phia agency of the Provident Life and 
Trust, has devised a clever scheme to 
keep business on the books—a scheme 
which gave his agency a lower percent- 
age of lapses than the percentage for 
the company in general and has since 
been adopted by the entire company. 

Mr. Loder contends that the average 
man is reluctant to drop his life insur- 
ance and will do so only after exhaust- 
ing every other available means of 
credit. Readizing this, the company’s 
problem is: How can it best be of 
service in helping a man do what he 
wants to do, namely, keep his policy? 
Mr. Loder’s solution is this: supposing 
the policy falls due March 1, on March 
20 a grace notice is sent to the policy- 
holder, stating that he has until March 
31 to pay the premium. This grace no- 
tice is made in duplicate, the other copy 
being sent to the agent who made the 
original sale or who is working the ter- 
ritory at the time. 

It is just here that the new scheme 
comes in. The agent gets on the job 
immediately—not waiting until March 
31, or, what is worse, until early in May. 
The agent’s duty is to humanize the in- 
surance mill. “No, we don’t want the 
money, primarily. What can we do to 
help you to keep this policy which 
means so much to you? Its surrender 
would entail certain toss to you; and 
you could not take out a new policy ex- 
cept by paying higher rates. We know 
you want to keep it, and we can do one 
of three things to aid you in keeping it: 
We can extend the time in which you 
must pay, we can give you a loan, or we 
can switch you over to semi-annual or 
quarterly payments.” 


Work of “Salvage Corps” 


The average policyholder is ignorant 
of just what his company can do for 
him when he is pressed to the wall. He 
doesn’t know how anxious the company 
is to help him. He is behind in pay- 
ment. Is this merely a passing contin- 
gency? Usually it is. Then the com- 
pany can tide him over. The note of 
“human interest” disarms misunder- 
standing and saves the policy. 


“Go after the policyholder as soon as 
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possible after the due date,” Mr, Loder 


counsels. “Act on the assumption that 


he doesn’t know how the company can | 


get him out of difficulty.” 


Mr. Loder calls his conservation de- 


partment by the snappy name of “sal- 
vage corps.” This corps goes into 
action immediately after it becomes 
evident that the agent, whose time is 
limited, has failed to close the breach. 
The agent, however, must keep the case 
indefinitely, even with the salvage corps 
on the job. The salvage man is sala- 
ried. His keynote is patience and still 
more patience. If need be, he can sit 
around the whole afternoon talking with 
the policyholder. 

Under the old system in the Provident 
Life and Trust the conservation depart- 
ment did not come upon the scene until 


three days after expiration of the 31 
days of grace. This left a gap which 
the present scheme fills. Under the 
able leadership of Franklin C. Morss, 


the salvage corps conducts personal in- 
vestigation of every case written by the 
Philadelphia agency before it is allowed 
to lapse, even though the policyholder 
has removed to another part of 
country. 

Penn Mutual Agents’ Plan 

Mr. Jefferies, of Penn Mutual Life, 
and Mr. Short, of the Girard, rely chief- 
ly on the first, second and third notices, 
enclosing reply cards or envelope, sent 
to the policyholder before the expira- 
tion of grace, coupled with the personal 
“human interest” element of the agent 
after this time, following which the con- 
servation department is put to work. 
These companies card index delinquents 
and give each name to the agent 
for personal calls. In addition, litera- 
ture and letters are sent out from the 
home office, to show the policyholder 
that headquarters takes a personal in- 
terest in him, 

“The secret of keeping business on 
the books,” 
largely on how it was written in the 
first place. If the policyholder has any 
cause for complaint whatever, there is 
less likelihood of his renewing. It often 
happens that the salesman did not ex- 
plain the contract in the first place.” 

Before the war ended regular notices 
were deemed sufficient. The number of 
lapsing policies at that time was incon- 
sequential. Now, however, the conser- 
vation departments have been strength- 
ened, more-human form letters and 
more of them are sent out, and the 
agents must work harder to keep the 
policies from being surrendered. 

Eleventh Hour Warning 

Even after surrendered papers have 
been sent to the agent for delivery to 
the policyholder, the Penn Mutual sends 
out an eleventh-hour plea and warning, 
and this expedient, according to Mr. 
Jefferies, results in salvage of 10 per- 
cent of the cash-value surrenders which 
have actually been demanded. Some- 
times, Mr. Jefferies points out, it takes 
as much work to get the renewal as it 
took for the original sale. 

“Personal study of each case is the 
secret of keeping business on the books,” 
Mr. Jefferies says. “Our slogan last 
year was, ‘Now let’s keep it in force,’ 
as a sequence to writing the policy.” 
Personal contact, he maintains, is most 
successful, and is helpful to the com- 
pany, even if actual surrender takes 
place. The insured at least realizes that 
he was not allowed to slip away coldly 


and be forgotten immeditely afterward. | Kan., has been licensed in 


the | 


says Mr. Short, “depends | Pé 
| his company had been caught on two 


| renewal 


| financing 


| their obligations. 
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BIG PROBLEM WITH OFFICES 


Life Companies Having Many Demands 
on Them Because of Inability 


to Meet Premiums 


Head offices and general agencies of 
life companies find that one of the most 
dificult problems confronting them 
these days is financing first year and 
premiums. Most companies 
will not handle first year premium 
notes. Some are willing to help out 
their agents especially where they are 
them. As a rule, however, 
the companies do not desire first year 
premium notes. Many of them are tak- 
ing notes on renewals. Companies that 
write business in the farming territory 
find it almost necessary to look after 
their people. 
ready cash on hand. If they can get 
through this season all right and have 
good crops they will be able to meet 
At the present time 


| they cannot get the money at the banks 


| the policy 


and they have nothing to sell unless 
it be done at a sacrifice. 
Situation in the Cities 
Even in the cities the question of 


financing policyholders is a vexatious 
one. Some men that have fairly large 
policies find themselves tied up in a 
tight knot and cannot meet the prem- 
ium. In many cases general agents 
are executing an extension agreement 
running for one, two or three months 
and getting sufficient premium to carry 
that far. Some offices find 
that even the largest premium payers 
are cramped for money. One com- 
pany officer stated the other day that 


; suicide losses: where a second premium 





note had been taken and it was discov- 
ered later that the initial premium note 
had never been paid: The agent han- 
dled the first premium note and the 
books of the company showed that the 
assured was clear so far as it was con- 


The farmers have not the | 


cerned. Following these two losses 
however, the company is refusing to 
take any renewal notes until it has | 


learned from the agent whether the first 
premium notes have been paid. 


Loaded With Farm Paper 


If any company desires to take notes 


in a liberal way, it would find no trouble | 


in getting a large business in the agri- 
cultural sections. Most companies, 
however, doing a socalled farm business 


are loaded to the guards with renewal | 


premium paper and considerable first 
premium note paper and do not desire 
to tie up any more money in this fash- 
ion. A general agent stated this week 
that much of his time is being taken 
in devising ways and means for policy- 


holders to meet their premiums. The 
policyholders appreciate the value of | 
continuing their insurance but find 


themselves unable to make payment. 
Almost all policyholders are waiting 
until the very last day of grace before 
they make their payment. They 
holding on to the money just as long 
as they can. 








National Reserve Life of Topeka, 


The 
Nebraska 


are | 








Great Southern Life 


Insurance Company 


HOUSTON-DALLAS 
**Texas’ Hundred Million Dollar Company’”’ } 


Has never issued a policy with 


Double Indemnity 
Premium Reduction 
Coupons 
Group Insurance 

(No frills or trimmings) 


Issues only 
Plain, Simple Contracts 


Full Reserve Values 
(Cash, Paid Up or Extended Insurance) 


Full Total Disability Benefits 
Monthly Income Payments to Beneficiaries 
in All Approved Forms. 








We offer no inducements to agents except prompt service and fair 
treatment. All business conducted on strictly cash basis. 


E. P. GREENWOOD, President 














Organized 1871 


Life Insurance Company of Virginia 


Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 
Issues the most liberal forms of Ordinary|Policies from $1,000.00 to 
50,000.00 and Industrial Policies from $12.50 to $1,000.00 


Condition on December 31, 1921: 





i iitednduncsdkkentedansseneseretabncbabkasinedeneiies $28,308,449.13 
Liabilities ...... sa neemghien ck aaedadmineee be mals aWwomdinniasae 25,109, 146.04 
eo et ee celinehbekheememeee’ 3,199,303.09 

i ie ae ue wade nis cbheiinis 214,188,461 .00 
Payments to Policyholders. ............cccccccccccceccceces 1,897,435.45 
Total Payments to Policyholders since Organization............. $27,720,705.42 


JOHN G. WALKER, President 














Great Republic Life Insurance Company 


LOS ANGELES, CALIFORNIA 
Capital, $500,000 Fully Paid 


GREAT OPPORTUNITY FOR LIVE MEN 


J. R. RAILEY 
#1 Dallas County State Bank Building 
Dallas, Texas 
Mer. Texas and Oklahoma 


H. S. BRIDGEWATER 
325-331 Title Guaranty Bldg. 
St. Louis, Missouri 
Mer. Missouri and Kansas 


W. H. SAVAGE, Vice-President and Agency Director 











W. W. LANE, Secretary 





LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted) 
Under Our Service Pension Contract 


THE LA FAYETTE LIFE INSURANCE CO. 


LA FAYETTE, INDIANA 


A. E. WERKHOFFf, President 
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ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 














MieA8kusIicunn 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone Randolph 3473 








FPRANKY. HAIGHT 
eae 
ACTUAR 


810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








ULIAN[C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. McCOMB 
e COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations and 
Examinations Made. Policies and al 
Life Insurance Forms Prepared. 
The Law of Insurance a Specialty. 
Colcord Bldg. OKLAHOMA CITY 








H. NITCHIE 
° ACTUARY 
1523 Association Bldg. 19S. La SalleSt. 
Telephone State 4992 HICAGO 











! 

REDERIC S. WITHINGTON | 
Consuttine Actuary | 

402-404 Kraft Building | 

Tel. Walnut 3761 DES MOINES, [OWA | 








OHN E. HIGDON Actuaries & Examiners 


Gates Buildi 
OHN C. HIGDON ( $° Gs on Balldins 

















Rates Reduced 





Premium frates reduced 
September, 1920 

All leading forms of poli- 
cies written. 


Best of contracts to 
agents. 


Two general Agenciesopen 
in Iowa. 
Write for information. 


LOUIS H. KOCH, President 
National American 
Life Insurance Co. 


Burlington, lowa 











Some executives in need of sal- 
aried employes go on expensive 
prospecting tours; others let an 
ad of this size and appearance 
bring applications to them. One 
inch, one column wide, one time $3.75. 











CONSIDERING CHANGE 


WOULD REVISE LICENSE FORM 





Insurance Committee of Omaha Cham- 
ber of Commerce Has Revised 
Agency Application Blank 


“OMAHA, NEB., May 2.—The in- 
surance committee of the Omaha Cham- 
ber of Commerce has under considera- 
tion a revisal of the form of agency ap- 
plication for license in Nebraska. Ten- 
tatively a form has been agreed upon, 
which is thought to meet with the ap- 
proval of the insurance commissioner. 
This form follows the old form, which is 
statutory, but has some added state- 
ments, among them one that the appli- 
cant is not seeking license to place in- 
surance solely for himself or his em- 
ployer, and a statement that he under- 
stands it is illegal to rebate, to twist or 
to misrepresent. The form suggested 
also includes reprints from the laws an 
agent should be cognizant of and a 
statement that he has read them and 
understands them. 

It will be necessary to have legisla- 
tive action to approve such agency ap- 
plication, as the statute now fully pre- 
scribes the form and requirements. A 
proposal for an agent’s qualification law 
is much under discussion and is being 
endorsed by W. B. Young, superintend- 
ent of the bureau of insurance. Much 
as the real insurance agents wish some 
improvement in agency standards, the 
older heads feel it is a long and rough 
road to accomplish great results. Scab- 
bing on law and medicine have never 
been as gencral as on insurance. Poli- 
tics will enter in. When suggesting an 
occupation tax on insurance agents to 
an Omaha official a few years ago oppo- 
sition was met, as it would deprive “no 
end of fellows from picking up a little 
money on the side.” 

Another stumbling block would be 
the inability to make a uniform quali- 
fication applicable to leading city agents, 
to country agents and to soliciting 
agents of larger offices. Nebraska has 
no statute recognizing what is com- 
monly known as brokerage. There is a 
provision for brokerage in excess lines 
in unauthorized companies. Companies 
will probably oppose stringent require- 
ments for country agents as forcibly as 
they do non-bank agency agitation. 





Manford MeMillan, Prudential Life, 
Milwaukee, was elected a delegate to 
represent the Milwaukee Kiwanis club at 
the international Kiwanis convention at 
Toronto, June 19-23. 








RUSH ANNUAL REPORTS 


TAX RETURNS FILED EARLY 





Life Companies Find New Blanks Much 
Easier to Handle Than Those 
Formerly in Use 


| 
| 
| 
NEW YORK, May 2.—The ma-| 
jority, if not all, of the life insurance 
companies of the East have filed with | 
the federal revenue department their | 
tax returns for the past year, using for | 
that purpose the new blank form au- | 
thorized by Congress some months | 
ago. Tentative returns were made be- 
fore March 15, final figures being sent | 
in soon thereafter. The new blank | 
made up by the treasury department in | 
accord with the revised requirements is 
a marked improvement over that previ- 
ously in use, the data called for being | 
easily supplied by a clerk of average | 
ability. Moreover, the work can be | 
quickly performed, one office getting | 
up its entire figures within a couple | 
of hours. 

Under the present law the life insur- | 
ance companies pay a single tax, the | 
computation of which is readily made. | 
This payment is in lieu of all the} 


charges imposed under the former 
statute, and its adoption by congress | 
was at the request of the financial | 


' 
sharps of the treasury department, who | 
realized the many ambiguities in the | 
former law, and the practical difficulties | 
in its application. When it was in op- 
eration, life underwriters spent a con- | 
siderable part of their time in Wash- 
ington trying to learn just what was 
required of their companies in the way 
of tax payments, and in arguing propo- 
sitions with the revenue officials. All 
trouble is obviated through use of the | 
new blank; the requirements there- 
under being so plainly set forth as to 
permit of no misunderstanding. 

It is intimated ‘that one life office, 
dissatisfied with the new revenue law, 
talks of challenging its constitutionality, 
hut the general opinion of the fraternity 
is that it will not get very far with its 
contention; for should the act be found 
defective in any important particular, 
the flaw will be promptly corrected by 
congress, 


J. Fay Newton, manager of the pub- 
licity division, Phoenix Mutual Life, left 
last week on a trip which will include 
Pittsburgh, St. Louis, Chicago and De- | 
troit. At Chicago this week he will | 
attend a convention of National Adver- | 
tising Clubs | 





Is GOOD “ADVERTISING 
COMMENT MADE BY A BANKER 


Head of Metropolitan Bank of Kansas 
City. Gives Opinion as to 
Insurance Plan 


President Marvin L. Orear of the 
Metropolitan Bank of Kansas City, Mo., 
which recently started a life insurance 
plan in connection with savings deposits, 
states that the bank has been in the 
campaign only a few weeks and it is 
too early to predict how successful the 
scheme will be. President Orear says 


| that he believes if the bank is willing to 


spend considerable money for adver- 
tising purposes and to put a representa- 
tive in the field to go after the business, 
the idea will attract a good many peo- 
ple and result in quite a volume of 
new business. The question is whether 
a sufficient amount could be written 
to pay the expense of getting it. 
President Orear thinks there is more 
in the advertising feature of the idea 


| than there is in the profit end of it. 


Under the plan adopted by the Metro- 
politan Bank in conjunction with the 
Missouri State Life, a savings account 
of $1,000 or more is provided and in- 
surance is taken to guarantee the $1,000 
at any time plus the accumulated 
savings 


Herman Moss Had Convention 


The Cleveland agency of the Equit- 
able Life of New York, Herman Moss, 
general agent, held a two days life in- 
surance educational sales convention of 
all of its salesmen in its district, April 
28-29. 

Among the speakers and guests of 
honor are Edward A. Woods, of the 
Equitable Life at Pittsburgh, who spoke 
on “Human Element in Salesmanship” 
J. J. Jackson, general agent of the 
Aetna Life, Cleveland, subject, “New 
Needs for Life Insurance and How I 
Have Sold Insurance to Meet Old 
Needs.” Jay Iglauer, secretary and 
treasurer of the Halle Bros. Company, 
described the use of group insurance as 
applied to the protection of the em- 
plovees of his company. 

The Equitable’s Cleveland office has 
just been moved to larger quarters at 
1000 Hanna Building, owing to _ in- 
creased business demands. 


President J. A. Partridge of the New 
England Mutual Life was a visitor to 
San Francisco during the past week 





Service to Policy Holders 


Live Up-to-Date Policies 





| H. B. HILL, President 








A few good openings for good live producers in Illinois. 
N. H. WALT, Vice-Pres. and .aguner Director 


MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 
A Company of Service 


Service to Agents 


and held in Trust by the Insurance Department of the State 


Ordinary Life 


Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited | 
| 





Limited Payment and Endowments 
Correspondence Invited. 
JAS. ESE * Vice-Pres. and tan 


Service to the Public 


DR. J. R. NEAL, Sec. 











N. P. HULL, Pres. 





A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they 
represent be outdone in service. 


GRANGE LIFE INSURANCE COMPANY 


LANSING, MICHIGAN 
C. H. BRAMBLE, Secy. and Treas. 


They have that opportunity of selling 


I. D. WALLINGTON, Supt. of Agents 
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OBJECT TO BANK PLAN 


LINCOLN MEN DON’T FAVOR IT 


See Merit in Idea in Theory but Prac- | 
tical Work Presents Many 
Disadvantages 


LINCOLN, NEB., May 2.—Lincoln 
life insurance men are not favorably in- 
clined toward the plan of combining | 
savings deposits with insurance, which is | 
now being much discussed. They think 
that the central idea is all right, and 
perhaps capable of being worked out 
satisfactorily. The idea has merit in 
that it interests in insurance a class of 
men not ordinarily reached by the in- 
surance appeal alone, but in practical 
working out it presents too many im- 
perfections that make the disadvantages 
outweigh the advantages. 

Agents who discussed the question at 
a recent meeting of the life underwrit- 
ers emphasized the fact that the insur- 
ance solicitor was likely to find out 
that he was helping the bank out by his 
work a lot more than he was the insur- 
ance company, in the that the 
banker got the greater benetit from th« 
increased deposits than the insurance 
company did from the increased prem- 
1um receipts. 


sense 


Increases Agency Expense 


President Howard S. Wilson said that 
the Bankers’ Life had not gone into 
the plan, but that the officers had been 
watching with interest the experience 
of others. The opinion gathered was 
unfavorable to the system, largely be- 
cause reliable figures showed that it in 
creased the agency expense, in some 
cases doubling it. Mr. Wilson had also 
noticed that the companies that had 
been most cnthusiastic over the plan 
at the outset had lost a great part of 
their interest in it. 

So far as the agency 
cerned, it is solidly against the idea be- 
puts into the field as solicitors 
men who are not versed in 

and to that extent spoils 
the field for those who are making it 
their life business. 


force is con 
cause tt 
for insurance 
the business 


Banks Eager for Business Plan 


Cad R. Easterday of the Penn Mutual 
said that he was inclined to believe that 
there is danger of the banker soliciting 
insurance to the detriment of the agent 
His observation was that at times when 
the banks are anxious to get small de- 
posits as well as big ones the banker 





is apt to get active in pushing this co- 
operative imsurance plan, but when the 
money situation eases up he is inclined 
to pay a lot more attention to his job 


as a banker than to any side line like 
insurance. 
Banks Can’t Satisfy Kicker 


A. R. Edmisten of the Union Central 
Life pointed out that the plan appeals 
most to those who have little experi- 
ence with either insurance or banking. 





Many of them get the idea that what- 
ever they deposit in the bank is theirs 


in full, and that by some mysterious 


witchcraft the insurance premium gets 
paid without their bank balance being 
in any way affected Chis means mis 
understanding and in the end neither 


| 


| production 


LIFE 


the insurance company nor the bank is 
benefited. 

Another objection that he has found 
vitally important from the insurance 
company’s standpoint is that the natural 
thing for an unlearned or unlettered in- 
dividual is to go and register any kick 
he has to make where he pays his 


| premium, not with the agent who sold 


it to him. It is true that the first deal 
is with the agent who sells the policy 
and designates the bank, but it is the 
banker who first gets up against the 
ecrief. Where the insurance company 
is damaged lies in the fact that the 
banker, in nine times out of ten, is not 
able to satisfy the kicker, while in nine 
times out of ten the agent can do so 
because it is a matter of insurance and 
not of banking. 

Midwest 


N. Z. Snell, president of the Midwest 
Life, said that his company had not 
gone into the business at all, and had 
no connections with banks of a life in- 
surance character. He believes that the 


Not Using Plan 


INSURANCE 


central idea is all right, and that even- | 


tually some form of cooperation will be 
worked out that will be satisfactory all 
around. There are certain forms that 
are all right, but others will not work 
out properly. 

Chaotic Though Promising 


Take the case of a man who desires 
to accumulate $1,000, said Mr. Snell. He 
would take out term insurance, and 
this would make the plan work out sat- 
factorily all around. When 
of a man taking endowment or 20-pay 
ment life, the time is fairly 
come when the antagonism of interest 
between the insurance company and the 


bank is likely to produce a condition 
that would make the situation unsatis- 
factory. Mr. Snell characterized the 


present condition as chaotic, but thinks 
there is promise of the plan being made 
workable 


PEN PICTURE OF A. O. 
ELIASON, AGENCY LEADER 
(CONTINUED FROM PAGE 7) 


and followed by a _ correspondence 
school, just established, which en- 
deavors to give a thorough knowledge 
to the new agents of the fundamentals 
of life insurance and instructions as to 
policies, methods of work, etc., neces 
sary for his success in the field As 
stated, Mr. Eliason makes it a rule 
never to alienate an agent from another 
company, so that his organization, as 
l have said, is composed of “his men.” 


* . > 


brings out the convincing thought that 
west, or, more 
great north 
have said, the 
with 


of Mr. Elia- 


agent 


analysis 


CAREFUL 


son’s success as a general 


here is a man of the 
rightly speaking, of the 
west, who combines, as | 
culture and training of the 
the culture and training of the west, a 
combination invincible in high achieve- 
ment There is also the conviction 
that his agency is a practical illustra- 
tion of high ideals in effective organiza- 
tion. Telling it in another way, or 
with added force, we might say that his 
agency organization represents all that 
one could visualize in loyalty in day 
after day, week after week, month after 
month, year after year, life insurance 
If there is glory or 
“different” in the sens« 


east 


satis- 


faction in being 


it is a case 


certain to | 
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The Mutual Benefit 


Life Insurance Company 
of Newark, N. J. 


Liberal Treatment 
of Policyholders, exemplified in its history of 
Nonforfeiture and 
Retroaction 


is a fixed principle with this 77 year old pure 
Life Insurance institution. 











In Business Since 1862 






—cuityhe 
LiFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


Insures all classes of selected lives, issuing policies om the ordinary, intermediate and 
industrial plan at all ages. It also insures against total and permanent disability. Policies 
of the company are made secure by reserves maintained on the highest standard, with ad- 
ditional contingent reserves providing protection against all emergencies. Information and 
Advice on any matter relating to Life Insurance is Available at any time through the 
Agencies or Home Office of this Company. 











The Midland Mutual Life Insurance Company 
OF COLUMBUS, OHIO 
Dr. W. O. Thompson, President 


G. W. Steinman, Secretary 

Cc. G. Barratt, Asst. Secretary 
J. Chas. Rietz, Actuary 

J. G. Monroe, Supt. of Agencies 


H. B. Arnold, First Vice-Pres. and Counsel 
Dr. E. J. Wilson, Vice-Pres. and Med. Director 
J. D. Price, Vice-President 

F. R. Huntington, Treasurer 








W ANT ED Giiiccation in Ohio 


Write the Home Office for further particulars. Here’s an opportunity 
for a good man to get in on the ground floor with a progressive 
young Ohio company 


THE GEM CITY LIFE INSURANCE CO. 


DAYTON, OHIO 











WANT ADS Pay Aa eee Dae Fong 


NATIONAL UNDERV'’RITER, 1362 Insurance Exchange, Chicago, Illinois 














Insurance in Force $75,000,000 


Issues Continuous and LIMITED Payment Life, Endowments at ages 85, 70, 65, 60, 55, and 50. 
and PROFESSIONAL Man’s Policy. A Special Farm Mortgage Policy—Monthly Income:—Child’s Endowments. 
and Double Indemnity Provisions. 


THESE POLICIES PLUS A LIBERAL CONTRACT EXPLAIN THE CONSPICUOUS SUCCESS 


For Agency Openings Address: 


MUTUAL TRUST LIFE INSURANCE COMPANY 





EDWIN A. OLSON, PRESIDENT 


Assets $7,512,613.17 


Surplus $635,128.94 


A special low premium BUSINESS 
Disability Income 


AND PERMANENCE OF MUTUAL TRUST MEN 


GILBERT KNUDTSON, Vice President 


Home Office, 30 N. La Salle St., Chicago, Ill. 














»? PHE 


NATIONAL 





AMERICAN LIFE 
REINSURANCE CO. 


OFFICES : 
DALLAS, -- 1000 Main St. 
CHICAGO, 29 S. La Salle St. 


Just Closed Greatest Month in Company’s History 
March Applications Received . . . $2,251,442.00 


| Prompt Service from Both Offices 
Maximum Security to Treaty Holders 


FRED D STRUDELL 
Secretary & Actuary 


A. C. BIGGER 
President 











THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


Hartford, Conn. 


— TEN YEARS OF PROGRESS — 


$ 61,765,820 

413,239,003 

12,579,523 
6,848,688* 


. New Paid-for Business 


._ Insurance in Force. 


$ 19,799,042 
199,154,900. 
6,426,779 
3,351,696 


Includes Dividends, apportioned for 1922, of $2,060,000 and $750,000 Investment Con- 


tingency Reserve Fund. 


_.Premium Income 


_. Surplus 

















Security Mutual Agents are successful 
WHY ? 


The reasons are many 
Third —Our Company is reliable 
Fourth—Our agents have our co-operation 


First —Our rates are right 
Second—Our policies are attractive 
We can give good men good territory 


If you are interested, address 
C.H. Jackson, Supt. of Agencies 


SECURITY MUTUAL LIFE INSURANCE CO. 


BINGHAMTON, N. Y. 














HOME LIFE INSURANCE COMPANY 


of America 
Incorporated 1899 


PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 8 
months next birthday to 60 years. 
Industrial policies are in full immediate benefit from date of issue. 
Ordinary — contain a valuable Disability clause and are guaranteed 
by State Endorsement. 
GOOD CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 


BASIL 8S. WALSH, Pres. JOSEPH L. DURKIN, Secy. JOHN J. GALLAGHER, Treas. 

















UNDERWRITER 


achievement, Mr. Eliason 
palm 


* * * 


ol special 


carries the 


MIDST all these activities, knitting 
him so closely to his office, to his 


held and to the men whom he loves, 


| 
| 
| 


May 4, 


1922 


say that Mr. Eliason is the soul spirit 
of this organization, for he would re- 


| sent that suggestion, but he is of the 


|} composite 


there is time for him to give of his big | 


heart and his big soul of vision to 
“carrying on” in the councils of the 
National Association of Life Under- 


the compelling 
underwriting. 


writers, which is today 

power in the world of life 
\lways 
lar attendant at the annual meetings of 
this association, has served as chairman 
of the executive committee and is at 
the present time a member of the 
board of trustees. Here again we have 
an opportunity to take the measure of 
a man and sketch a pen portrait of 
him from this angle of devotion to an 
organization, the heart of which is un- 
and helpfulness. | not 


selfishness do 


a member, he has been a regu- 


can see 
running 


soul of it, and we 
his face and his activities 
through it like a golden thread. 


* * * 


Love is the greatest thing in the 
world and the blessed thing about love 
is that you can analyze it and place 
it. There is the supreme love, over- 
shadowing the world, there is the 
mother love, and the tender love oi 
youth. Amidst it all there is the love 
of man for man, that straightforward, 
manly, unashamed love that borders “on 
the greater love” of which we have so 
greatly learned during the world’s 
helocaust. And to this man to man 
love, this love unashamed, we feel is 
held between Eliason and his men, 
comprising one of the greatest “life in- 
surance fighting machines” in America. 


GETTING INTO THE HIGHER CLASS 


By D. M. BAKER 


Vice-President Pacifie 


HY does one agent write $100,000 
W « lite imsurance a year and an 

other agent write $1,000,000 of 
insurance a year and both are work 
the territory under the 
same conditions? Che answer is, the 
$1,000,000 producer is better equipped 


itle 


ly In Salli 


to do business than the $100,000 pro- 
ducer His success is not accidental, 
as some people think. I never knew a 


hard working, intelligent agent to com- 
plain about bad luck rhe element of 


luck cuts practically no figure in the 
success of any man in the long run. 
What the Million Man Does 
Che following are some of the things 
the $1,000,000 man does: He takes care 
of his health; he reads good books: fur 
thermore he reads everything worth 
while about life insurance He is a 
well-groomed, intelligent looking man. 
Such a man is always interesting and 


meets with comparatively ready recep- 


tion on the part of those with whom 
he seeks to do business He believes 
in himself and his very countenance 
and general appearance radiates confi- 
dence and respect. Uhe psychological 
effect upon those with whom he comes 
in contact is very good. 

The kind of a man | have in mind 
is the equal of and associates with the 
best people in his community. Good 
health and intelligence will not = ac- 
complish anything without hard work. 
Phe $1,000,000 producer plans his work 
so that he has from six to ten good in- 
terviews each day This means that 
he is actually canvassing for business 
t least six hours every working day 

(an Advise on Important Questions 


He we presenting partner- 
and insurance and he 
knows how to present intelligently and 


pable of 


busmess 


ship 


convincingly the inheritance tax ques- 
tion. Furthermore, he believes it is 
ibsolutely necessary for every right- 
living man to protect his dependent 
ones with life insurance. By reason of 
his own convictions on the subject he 
can impart the obligation that he feels 
to every man and every woman with 
whom he talks \ $1,000,000 man is a 


man who is capable of making the truth 
sink deep into the hearts of his clients, 
and whoss and superior 
] 


knowledge carries con 


ver 


of lif 


manner 
Hisurance 


viction to the man to whom he is talk- 
Wy 

I can remember when the agent who 
wrote a million dollars a vear was re- 
garded with suspicion. He was usually 
a rebater and practiced questionable 


methods in securing business Not so 
now. as all the leading companies have 
in their agenev ranks a group of re- 
fiable men such as | have described 
who are writing and paving for a mil- 
lion dollars or more of desirable busi- 
ness each vear 

The Pacific Mutual has six agents 


each of whem paid for a little less or a 
littl more than a million dollars of 
business during the year 1921: 








| 


the 


Mutual Life 


1 who paid for over... ..$900,000 
2 who paid for over..... 800,000 
5 who paid for over 700.000 
2 who paid for over 600,000 
4 who paid for over..... 500,000 
13 who paid for over..... $00,000 
24 who paid for over..... 300,000 
65 who paid for over 200,000 
165 who paid for over..... 100,000 


Should Inerease Their Income 


The object of this article is to en 
courage small producers to imcrease 
their production. Every well-equipped 


business and professional man increases 
his income each year. The young doc- 
tor or the young lawyer starts at the 
bottom of the ladder and builds up his 
practice by serving his clients honestly 
and skilliully. Actual practice ought to 
mean greater efficiency and skill and a 
corresponding increase in confidence on 
the part of the public. 

It is only natural that many $100,000 
men will become $500,000 men, or even 


million-dollar men later on. There is 
no business or profession where the 
measure of success is up to the man 


himseli as much as in life insurance. 
The doctor and the lawyer have to wait 
for their clients to find them out, be- 


cause it is considered unethical for 
them to advertise or even make per- 
sonal advances in a professional way. 


In life insurance the agent is expected 
to solicit business and he is thus given 
the opportunity to show what he is 
made ot. By this means he can capital- 
ize his ability immediately 


Successful Women Agents 


In 1921, thirty-two women agents of 


Massachusetts Mutual Life deliv- 
ered over $100,000 new business each, 
the total amount of their combined 
production being $6,104,927. Five of 
these agents were from New York 
Boston and Detroit each had four, 


Chicago and Cleveland, three, Spring- 


field, Mass., and St. Louis, two each. 
Clara B. Easterbrooks of Providence, 
R. I., heads the list with $536,601 de- 


Georgia Emery of 
with $369,731; Ma- 


business. 
was 


livered 


Detroit second 


rie H. Roberts of Columbus, O., was 
third with $359.179, Catherine P. Lynch 
| of Springfield, Mass... was fourth with 
$543,500. Miss Marion H. McClench 
of Detroit, who is a daughter of Presi- 
dent McClench of the company, deliv 
ered $189,747 last year 
Establishes Health Service 

The Minnesota Mutual Life has in- 
eugurated a policyholders’ health serv 
ice. The company has issued a paper 
called the “Policyholders Quarterly,” 


which gives instructions as to what the 
policyholder shall do. It maintains a 
well equipped laboratory to make va- 
rious tests. 


The Fidelity Mutual Life has moved 
its Chicago office to 1801 Harris Trust 
Building. W. J. Arnette is the manager 
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“Get Your Sunday Shine,” Dr. Simmons’ 
Text for Showing Life Salesmen Need 


Of Definite Program for Each Prospect ~ = itu bat Z | | Basmen a a a wai 


BY DR, KE. G, SIMMONS 
Vice-president and General Manager PanAmerican Life 


AWRENCE F. DELAND in his] tion on this bab ‘ 
“Imagination in Business” tells a| idle time was spent 
simple story of the important part 


imagination played in the success of two 
bootblacks Each boy had a “call,” or 


Prospect’s One Vital 
Need Provided For 


method of soliciting business One | had all the u 

would cry, “Shine your shoes here.” It} vised the agent to lea t 
was a simple announcement that he was! my hands for a few da | 
ready to polish boots. 71 he cry ol the tell him how to pproaci 

other boy was “Get your Sunday shine.” | | had three specime 

It was Saturday afternoon—the hour | policies prepared; one t 
was 4 o'clock This boy employed his} one for the girl 16 a notl 
imagination. He coupled what he could} cripnled child, « 

do with the necessities of his prospective | monthly income of $100. | ré 
customers He brought home the need mina perso! il letter 

of his services for a particular purpose | | had requested Mr. B 

-clean polished shoes for Sunday. Of | sentatiy his cit ‘ 


course, he was a success, and as Mr.| explain the advantages 
Deland states, he polished three times 
is many shoes as the other boy 

This little story brings me to the 
thought that | want to leave with you; 
in fact, I will use it as a text for my 
remarks—“Get vour Sunday shin 


Are You Using 
Your Imagination 


Are you using your imagination to 
bring out the many ways you can serve 
your clients, or are you simply “shin 
ing shoes?” Are you approaching your 
prospects with some detinite life insur 
ance program, or are you simply selling 
life insurance \ long time ago, | ran 
across a little quotation that is con 
stantly in my mind, “Yesterday’s ‘no’ is 
today’s ‘yes.’ The man who yesterday 
said “no,” today says “yes.” and largely 
because some man who knows his busi- 
ness presents facts that bring home the 
need of insurance to his prospect 

You not only have to know life in 
surance to be successiul, but you hav. 
to know people. Successful lite under 
W riting contemplates the greatest stud) 
of human nature of any business | know 
of. “Get your Sunday shine” may mean 
a policy to protect the widow or the 


orphan; it May mean a policy to protect DR. E.G. SIMMONS 
credit or to replace the money value of 
an employee called by death, or perhaps Dr. Simmons’ address was 


its use would be to provide an education 
for a child. Find out as far as possibk 
the needs of your prospect and you will 
make your selling game easy 








Getting Right Angle est i ina F 

on a Hard Prospect very debate wcthod 

A year or more ago, one of our] would absolut £ 
agents came to me with the following ren, regardless ot 
case: Living in his community was to hi and gard 
wealthy lumberman, whom he had ap- | | to Nis 
proached a number of times on life in- | tor hie. Of cours 
surance. The answer was always the | that | did not ex; 
same. “Do not need it: I have more | Income insurance 
money than I can spend; I can invest | his two older «¢ 
my funds to at least as good advantage | heved was 
as your company.” He was not inter- | would b re t 
ested in life insurance for the purpose | selves. | t 
of paying inheritance tax or for the | advantages 
many other reasons that the agent could | crippled child, and the s 
advance, so this representative of ours | not want t bw t 
wanted advice on how to get business | slightest knowledge 
from this particular individual Was th 

| told him before | attempted to give | was 1 res 
advice I wanted more information; I | policy for $200 
wanted to know the status of his pros- | man’s life rt 
pect’s family—how many children he | to our ager t 
had, their age and sex—something, if | troubled | s 
possible, of the general trend of his in this inva 
vestments, etc. My inquiry brought out | care and attent 
the information that the prospect had | erly provided 
three children—a boy 18, a girl 16 and | pen to | 
another boy 12 The youngest was an| had been litt 


invalid and had been since babyhood. | case, we gave 
The letter disclosed the fact that the shine 

prospect apparently loved this little 
crippled child better than anyone else | easy but 


in his family; he lavished all his affec- | if we will stud 
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This graphic presentation of the 
need for the use of imagination on 
the part of the life insurance sales Opportunity No Greater 
man—the visualization of his But He Gets the Business 
prospect’s needs and the fornia 
tion of a definite program which 
will meet those spec fic needs— 
was given by Dr. Simmens at the 
Sales Congress held last week at gel pp 
Memphis, Tenn. It contained a sage greater t in 


most valuable inspirational mes- WW l 
sage for every life insurance sales ‘ 
man in the country. Dr. Sim > 
mons has long been known as 
an executive of especial ability, « 
and in this address demonstrates 
that he has kept in close touch 
with the selling end of the busi t 
ness and its needs, citing specific the 
instances in which the covering 
of the one vital need of a prospect 
has made possible the selling of 
lines which could not be touched 
in any other way 
The bootblack’s slcgan, “Get 
Your Sunday Shine,” is made the ) 
text for a unique selling talk 
showing that real inspiration may ol Nat 
be obtained from almcst any walk NOs ( 
of life. : x 1 nths t I les eX 
the features of the Memph’‘s Con : ths’ recor 


gress and was especially well received 


Life Insurance Will 
Pay All Expenses 


T 


Calls in Bootblack 
as Example to Men 


~ 
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Advertising Pencils Build 
Good Will and Bring Results 


tomers into friends by 
presenting them _ with 
high-grade Advertising 
Lead Pencils, printed 


with 


cialty costing so _ little 
money is so useful to 
everybody—so sure to be 


ke 


lasting impression on the 
minds of 


Samples and quotations on request 
An 


NORTH AMERICAN 








irn your prospects into 
stomers and your cus- 
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your advertisement. 
» other advertising spe- 








pt and used—so certain 
make a favorable and 
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“4d” in the hand is worth 
1000 in the waste basket 





PENCIL WORKS 


Plymouth Ct., Chicago, IIl. 
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LIFE AND 
ANNUITY 


Any 


If it appeals to you, write 


IOWA 


COMPANY OF CO-OPERATION” 


DES MOINES 


COMPANY 


ill insure the whole family! 
plan, any age, either sex! 


This is a service our men 
appreciate these days. 


HOME OFFICE 
MOINES ik-r Bids.) LOWA 


TERRITORY 
SOUTH DAKOTA 
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HOME LIFE INSURANCE Co. 
NEW YORK 
WM. A. MARSHALL, President 
The 62nd Annual Report shows: 


Premiums received during the 

YS Sere $6,990,547 
Payments to Policyholders and 

their beneficiaries in Death 

Claims, Endowments, Dividends, 

peer rener santa 4,740,340 
Amount added to the Insurance 

BOOTS PERERccccesccccccocecscs 2,121,307 
Net Interest Income from Invest- 

TROND cececevecccccccesscoesoccoscce 1,964,050 

($642,638 in excess of the amount 

required to maintain the re- 

serve) 
Actual mortality experience 53.44% 

of the amount expect 
Insurance in Force. « -$223,116,887 
Admitted Assets .. 43,222,328 


W. A. R. BRUEHL & SONS 
General 


Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. | 


General Manager for Northern Ohio 
229-233 








FOR AGENCY APPLY TO 
anagers 
and Southern Ohio and Northern 


CINCINNATI, OHIO 
HOYT W. GALE 


Leader-News Building 
CLEVELAND, OHIO 




















SPECIALISTS GATHER THE IN- 
FORMATION THAT APPEARS IN 
The NATIONAL UNDERWRITER | 

















do not realize that a will may be upset 
and the intentions may not be carried out, 
due to the fact that the taxes and ex- 
penses of administration must be paid out 
of the capital of the estate, and the in- 
tended funds are not available for distri- 
bution. 

Life insurance for inheritance tax pur- 
poses will meet this debt and thus enable 
the executors to carry out the intent of 
the will. There will be no forced change. 
Life insurance will pay the taxes for the 
estate and will avoid the distribution of 
funds for purposes other than those orig- 
mally intended.—Equitable Items. 


CHICAGO MUTUAL LIFE’S PLAN 





Issues Policies Under Uniform Pre- 
mium Charge, with Increased Ben- 
efits Instead of Dividends 


The Chicago Mutual Life, organized 
in 1920 and operating on the assess- 
ment plan since November, 1920, is writ- 
method, issu- 


ing on a rather unusual 
ing policies under uniform premium 
charges, upon the basis of increased 


benefits, rather than returned dividends. 
The policy form is termed a savings 
account for this reason. 

The rates are about the same as used 
by the New York Life, being $17.40 at 
age 15, $19.25 at age 20, $21.50 at age 
25, $24.40 at age 30, $28.15 at age 35, 
$33.05 at age 40, $48.50 at age 50 and 
$101.50 at age 65. The policy limits 
are from ages 15 to 65. Each year after 
the first year the dividends are cred- 
ited to the policyholder at increased 
cash value and value as a death claim. 
A policy for $1,000 at age 35 costs 
$28.15. For the first year the entire 
amount is taken as net cost, but for 
each year following the amount called 
“over payment” is deducted and the 
net cost is considerably cut down. For 
the second year it is $9.86, for the sixth 
year $10.35, for the eleventh year 
$8.62, and beginning with the 16th year 
it grades upward. During that time, 
interest on the “over payment” of 5 
per cent which is added to the amount 
goes into the cash surrender and loan 
account. The cash surrender and loan 
value begins in the second year with 
$19.20, is $82.07 in the fifth year, $202.32 
in the 10th year, $567.35 in the 20th 
year and $1,109.12 in the 32d year. 
The value as a death claim, which be- 
gins at the face value of $1,000, in- 
creases each year by the amount of 
this cash surrender and loan value, so 
that at the 32d year the death claim 
value is $2,109.12. An additional fea- 
ture under this policy is that loans 
made on it are not deducted from the 
face of the policy at death, the face 

ining always at $1,000. 

The company shows net assets of 
$71,481 and total insurance in force ot 
$1,200,000 after its first year of opera- 
tion. ” officers are: President, Ern- 
est G. Gearheart of Chicago, formerly 
a fraternal executive; first vice-presi- 
dent, Robert M. Sweitzer of Chicago: 
second vice-president, A. H. Brandt of 
Grand Rapids; third vice-president, 
Robert W. Dunn of Chicago; secretary, 
H. G. Richard of Chicago; treasurer, 
Julius Biel of Chicago. The medical 
director is Dr. Harry S. Solomon of 
a ago and the general attorney A. P. 


Cady of Benton Harbor, Mich. 
New York Life Changes 
Dr. A. B. Hobbs, assistant medical 
director of the home office of the New 
York Life, has been appointed asso- 
ciate medical director. Dr. Paul Muz- 


zuri becomes assistant medical director. 
William MacFarlane has been ap- 
pointed actuary of the New York Life. 


Premium Tax in Minnesota 


Insurance companies operating in 
Minnesota have paid more than $900,- 
000 in taxes to the state treasury this 
year under the 2 percent tax on total 
premiums written in the state. The 
taxes paid by these insurance compa- 
nies a year ago totaled $1,065,467.72. 





Seemann that there has been some 
falling off in business. 

The companies paying the largest 
amounts in taxes in the state are: Met- 
ropolitan Life, $29,415.55; Equitable 
Life of New York, $41,835.35; Mutuai 
Life of New York, $28,096.73; New 
York Life, $42,356.62; Prudential, $45,- 
274.59; Northwestern Mutual Life, 
$46,063.36. 





Penn Mutual’s Training School 


About 75 home office clerks and 
agents are atending the Penn Mutual’s 
life insurance school and are showing 
great enthusiasm, according to Ralph 
Humphreys, who is conducting it as an 
efficiency measure. On Tuesday, May 2, 
Messrs. Adams and Anne lectured on 
“Income Insurance,” this being the final 
lesson for the season. The class, which 
is known as the William J. Jones 
Memorial Class, will resume weekly 
sessions Oct. 17 with a lecture on “Dis- 
ability Annuity, Double Indemnity and 
Under-Average,” by Louis Johnson and 


O. F. Pfizenmaier. 

Other subjects will be taken up as 
follows: “Inheritance Tax Insurance,” 
Mr. Amos, Oct. 24; ‘Business Insur- 


ance and Bank Credits,” Mr. Amos, Oct. 
31; “How to Develop . Prospects,” 
Messrs. Scott, Clegg and Humphreys, 
Nov. 7; “Meeting Objections,” Messrs. 
Mishler and Humphreys, Nov. 14; Re- 
view and written examination, Nov. 21. 
Sessions started March 9. 
National Fidelity Life’s Plan 

Secretary Carl T. Prime of the Na- 
tional Fidelity Life calls attention to a 
mis-statement in a recent issue regard- 
ing the launching of the “Junior Million 
Dollar Club” of that company, which is 
a movement to specialize on selling in- 
surance to boys. It was stated in the 
article that the boys are paying 10 cents 
a week toward keeping up their policies. 
Mr. Prime says that these policies are 
sold on exactly the same plan and the 
premiums are paid in the same manner 
as any policies for adults. The Na- 
tional Fidelity Life’s limit below age 15 
is $2,500, but the boy from 10 to 15 
years of age receives exactly the same 
kind of policy that the company would 
issue to his father. The premium is 
paid annually. 


Issues Abridged Rate Manual 

For the use of its new 
Equitable Life of New York 
an abridged rate manual. The 


agents the 
has issued 
book con- 
forms of 


tains figures for all standard 
policy and detailed instructions as to 
their application. Of convenient size the 


all data 
insurance 


required by a 
field work. 


manual contains 
man new to life 


| 
‘Put Up a Reserve 
for Security Depreciation 


HE annual statement of one of the 

large trust companies of the coun- 
try contains this item in its liability 
column: “Reserved for depreciation of 
investment securities, $1,200,000. Our 
general agent took the statement to a 
wealthy prospect and, placing his finger 
on the item said: “There is the strong- 
est argument in the world for life in- 
surance for you.” The answer came: 
“How’s that? I don’t see the connec- 
tion.” The agent replied: “If the finan- 
cial experts of this great trust company, 
the largest in the state, need to ‘reserve’ 
$1,200,000 to cover possible depreciation 
of securities—what chance would your 
executors have to save your estate from 
serious loss if you were to die at the 
wrong time from the standpoint of the 
money market? If these acknowledged 
experts need such a protective guaranty, 
how much more does a private estate 
need it? But the private estate can get 
such a ‘reserve’ in only one way—Life 
Insurance.” The prospect signed for 
$25,000 within ten minutes of the open- 
ing of the conversation—New England 
Mutual. 





“All that its 
name implies” 


The 


Agency Contract 


Write for particulars. 
NatHhvenal 
nsurance Company 


Home Office, Madison, Wis. 














More agents read The National Unéer- 
writer than any other weekly newspaper 
eof insurance. There are reasons—plenty 
ef them Our subscribers know. 








AGENCY CO-OPERATION 


through direct mail advertising is just 
one of the features which give Fidelity 
field men a distinct advantage. Last year 


41,341 direct leads—all in- 
Prospects who requested infor- 
mation. This service, and its original 
policy contracts, enabled Fidelity to show 
an increase of 28.35 per cent in paid busi 
ness last year. 

Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $203,000,000. Faithfully serving 
—- since 1878. 

few openings for the right men. 


FIDELI TY MUTUAL LIFE 
INSURANCE COMPANY, 
PHILADELPHIA 
Walter LeMar Talbot, President 


we distributed 
terested 








- . 
The Accumulation Policy 
is a combination of insurance 
and investment in a new sense. 


Specimen Rate 
i Bs ov ene $31.90 per $1000 


The continued payment of the 
rate creates increasing benefits 
each year. As a seller it has no 
competition. Write us about it. 


NATIONAL LIFE ASSOCIAT’N 


Des Moines, Iowa 








FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
issued a very 
booklet 
“Suggestions for Increasing 
Your Income” 
pleased to 
Life, Fire 
Agent in 
Ohio, Illinois and Kentucky 


has just interesting 


send a 
and 


and would be 
copy to every 
Accident 











MR. AGENT! 

you care for QUALITY, 
SIZE? Age, Sound Ex- 
Low Cost, a Splendid 
Record for 70 years? 

Then why not take a General 
Agency in its HOME STATE for 


THE ST.LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 


Do 
not 
perience, 
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William A. Watts, President 
DES MOINES, IOWA 
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Field—An In- a 











creased Opportunity 





UR Agents can sell policies on the annual 
premium plan, up to $3,000, to young men and 





young women as young as age 2—protective insurance 
and Educational and Business Start Endowment Insurance. 
This extension of the age limit for Ordinary Insurance down to 
age 2 helps our Agents considerably. We issue Participating and 
Non-Participating Policies. As regards adults, we write contracts 
with Double Indemnity provisions covering any kind of fatal accident, 
or with Double Indemnity provisions covering fatal travel accident 
only, as may be desired. We issue policies with waiver of Pre- 
mium and Disability Annuity or Instalment Payment features. 
We insure males and females at the same rates. 


“THE OLD COLONY LIFE 
INSURANCE COMPANY 
_of CHICAGO, ILL.” 





